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The VOICE of the TRADE 


Men's shoe reports 


on the Easter and April business 
showed the indifference of men all 
over the country to the usual 
dress-up for Easter program. May- 
be that festival as a dress occa- 
sion has lost its mercantile useful- 
ness. Some merchants claim the 
urge to buy was lacking because 
not enough new shoes were shown. 
We propose a remedy through 
having the hat men and the shoe 
men work together to put over 
straw hats and summer shoes at 
the same time. This will give a 
particular style significance to Na- 
tional Sport Shoe Week as organ- 
ized by the Boor AND SHOE RE- 
CORDER, May 15 to 23—a gener- 
ous calendar week—for it includes 
two excellent selling Saturdays. 


i 


* * * 


A third of the selling year lies 
ahead for sport and summer nov- 
cities. The sale of summer shoes 
will start early and the chances of 
replacement orders indicate a fair 
regularity in factory production 
well into May. With suitable 
weather, the first test of sales at 
retail will indicate the possibilities 
of a long selling season. Try some 
new shoes early and give the win- 
dow fancy novelties from week to 
week to stimulate style desire. 

Biggest tennis year ahead that 
America has ever experienced. Al- 
ready indications point to a more 
active outdoor life in every part 
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of the country. An incident in ten- 
nis footwear this week was the re- 
ceipt of the equivalent of an entire 
freight carload of tennis footwear 
from Japan. The entire shipment 
was white upper, white sole and 
simple pattern oxford. 


* * * 


Rubber footwear stocks, 
as surveyed on March 1, 1931, by 
the Rubber Division of the United 
States Bureau of Domestic Com- 
merce, shows 20,400 dealers re- 
ported 6,109,033 pairs on hand— 
an average of 299.5 pairs per deal- 
er—as against 22,752 dealers with 
5,748,984 pairs, or 252.7 pairs per 
dealer on March 1, 1930. This 
provides basic information and 
should lead to trade stability. The 
market for rubber footwear is 
highly seasonal and confined most- 
ly to the winter months. Demand 
varies with winter weather condi- 
tions, and the market is compli- 
cated by frequent changes in de- 
sign and color in ladies’ gaiters to 
correspond with more exacting 
style demands. 

Consequently there is always 
uncertainty in market conditions 
often leading to scarcity or sur- 
plus of supplies, either of which is 


an economic loss divided between: 


manufacturers, dealers and con- 
sumers. There is a carry-over of 
stocks both by dealers and manu- 
facturers at the end of every sea- 
son. The present and subsequent 
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annual surveys will help determine 
the extent of the normal dealer 
carry-over, and enable manufac- 
turers and dealers to judge how 
business, during the coming sea- 
son, may be affected by the carry- 
over. 


Hand lasted is a 
term that has been stretched to 
mean “handling” and not crafts- 
manship. When shoes are adver- 
tised “hand lasted” at $4 per pair, 
the public is perhaps led to be- 
lieve that there is considerable cus- 
tom work in the shoes. It would 
seem part of fair play to keep the 
term “hand lasted” to shoes that 
are entirely lasted by hand and in 
whose construction no lasting ma- 
chine was used in the operation. 





Preservation of the very few 
remaining custom shops is, in large 
measure, dependent upon the term- 
inology ‘‘custom made.” It would 
seem a sporting thing to preserve 
the arts and crafts of the “one 
man shoe” even if there were no 
other reason than craft pride. 

* * * 

Air Commuters! W. B. Rice 
and “Perley” Randall of the W. 
B. Rice Shoe Co. of Lynn, travel 
exclusively “speed way” from Bos- 
ton to New York. They fly over, 
and back again, on a regular week- 
ly schedule, using a season ticket. 





4d 
Was cuts in shoe 


factories are furnishing ammuni- 
tion to the farm bloc that is de- 
manding that shoes be restored to 
the free list,” said Congressman 
Connery before Lynn shoemen last 
week. 

Congressman Connery explains 
that the farm bloc argues that 
wage cuts in shoe factories lessen 
the purchasing power .of shoe 
workers, so that they pay lesser 
prices for farm products and other 
goods. The farm bloc also argues 
that the present duty or shoes does 
not protect the shoe workers, their 
wages now being less than they 
were before the protective tariff 
law was enacted. 


* 


White was a prominent partner 
in nearly every garment that ap- 
peared on the summer fashion 
promenade staged by the Garment 
Retailers of America at the Hotel 
Astor a few nights ago. The as- 
sociation formally launched the 
warm weather apparel season. Six 
“hot weather colors’ were se- 
lected in dress: 

Cherry Bloom Pink, Buddha 
Blue, Lantern Glow Yellow, Bam- 
hoo Tan, Oriental Red and Pa- 
goda Green. 

Evidently the visitation of ori- 
ental royalty was expected to be 
a fashion note this summer. For 
sports, the association believes that 
young women in all ranks of life 
will wear white polo coats. 





Railroads in America represent 
an investment of about twenty-six 
billion dollars of private capital. 
There are over one million stock- 
holders and direct employment is 
given to about 1,700,000 persons ; 
indirectly through railroad pur- 
chases, employment is given to al- 
most an equal number of workers 
in other trades. There is an ex- 
pectation of a system of coordi- 
nation of transportation to make 


a 
Wear What You Sell 


Atlanta, Ga.—‘‘Wear what you sell 
—and then sell what you wear.” 

That is the motto for the shoe 
store manager suggested by Charley 
Brady, manager of the men’s shoe de- 
partment for the George Muse Cloth- 
ing Company of Atlanta, Ga. And 
it isn’t a bad piece of advice at that. 
, “The jeweler,” says Mr. Brady, 
“wears what he sells. He will have 
on a tie clasp, a scarf pin, a watch 
chain and charm and an emblem. 
He does not attempt to sell to 
others what he is not wearing him- 
self. 

“The same rule holds gocd with 
shoes, too. How can you expect to 
sell new shoes if your own are old, 
worn and shabby? Or to sell the new 
sports shoes if you are still wearing 
the old winter models? Or spats if 
you do not wear spats yourself? 

“Wear what you sell—and that 
will help you to sell what you wear! 
Give your salesmen the opportunity 
of buying their shoes at cost. When 
you put on your sports shoes drive in 
the spring, see that they are dis- 
played on the feet of your salesmen 
as well as in the window. 

“You tell other people to look at 
their feet. Well, how about putting 
the shoe on the other foot? Look at 
your own—and to your own—if you 
would increase the sales of your de- 




















| partment!” 





more efficient the shipment of 
shoes and other commodities. The 
railroads are now beginning to re- 
alize that the traffic in earnings 
depends not upon regulation and 
control but upon services rendered. 
When railroads show their interest 
in getting business by giving fac- 
tory door to store door service, 
then they are fitting into the new 
economic picture in justifying their 
expenses and earnings. 
* * x 


Hon. Frank E. Ballou of Provi- 
dence, R. I., was unanimously 
elected president of the Republi- 
can Club of Rhode Island recently 
and in political life he was the 
prime factor in passing the Small 
Claims Act. This law gave to the 
ordinary citizen an opportunity for 
adjudication without recourse to 
the courts and expense involved. 
Now new honors have come to 
Frank, for he has been elected 
chairman of the Retail Trade 
Board of Providence, R. I., in 
which city he has operated a re- 
tail shoe store since 1880. 





Prince George, with his brother, 
Prince Edward—heir to the Brit- 
ish throne, was golfing in Ber- 
muda. Prince George noticed the 
shoes that a Toronto competitor 
was wearing. He asked the To- 
ronto golfer where he obtained the 
shoes, and being informed that 
they were made by the Hartt Boot 
& Shoe Co. at Fredericton, New 
Brunswick, he lost no time in for- 
warding an order for several pairs 
of like shoes. Princes, like other 
humans, when they see a style they 
like, ask where to get another pair 
of the same. 


New Hampshire manufactured 


more shoes during the first two 
months of this year than for the 
corresponding period of 1930 and 
by that feat steps into fourth place 
in the shoe state standing. 

New Hampshire also holds the 
distinction of being the only state 
among the ten leading manufac- 
turing states which showed an in- 
crease of production for January 
and February of this year, over 
the same two months last year— 
the increased shoe output being 
164,963 pairs. The decided in- 
crease came in the production of 
women’s shoes while men’s shoes 
held their own. Nearly all New 
Hampshire shoe factories have 
been running full time, while some 
have even worked overtime. The 
prospects are to maintain produc- 
tion during the summer months. 






* * * 


The seeming paradox in our in- 
dustrial life is the fact that man- 
agement is most interested in 
profits at the very time when they 
are smallest. That explains the in- 
terest in the theme “The purpose 
of business is profit.” But both 
volume of sales and margin of 
profit have shown a gradual de- 
crease over the past three years 
so the real answer today to “‘profit” 
is the stimulation of the desire of 
the public for new shoes. 
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Frank Hecht, chairman of the 
board, Frank Hecht & Company, 
Inc., American distributors of Al- 
pina reptile leathers, returned on 
the Europa April 14 after a visit 
to the French, German and Swiss 
leather markets and reports that 
business in those countries is 
rather slow. 





os shining is no 


small business in itself for ferry- 
boat shine privileges in New York 
Harbor have produced increased 
bids. Antonio Anriola pays the 
city $29,975 for the Staten Island 
ferry concession for the next two 
years. 

The American man, somehow 
or other—even when unemployed 
always has a dime for a shine. 
Practically every repair shop in 
New York City gives to every cus- 
tomer a free-shine ticket, good for 
twenty shines, and, strange to re- 
late, rarely does a customer take 
advantage of the opportunity. He 
may carry the card, getting the 
first shine free; but seldom returns 
for another. There are more boot 
blacks per capita in New York 
City than in any city in the world 
and this big city holds the world’s 
championship for shined shoes. 

* * * 


Mother’s Day, May 10—and 
with it an opportunity to do a sell- 
ing job on Saturday, May 9. The 
celebration of this day has become 
over-commercialized by the candy 
and flower trades. Perhaps in this 
practical year there is an oppor- 
tunity for a window display of 
comfort shoes. There is also an 
opportunity for selling handbags, 
hosiery and many accessories for 
that event is becoming a very sig- 
nificant gift day of the year. 

* *K * 


Mrs. Adra L. Day, president of 
Mrs. Day’s Ideal Baby Shoe Co., 
Danvers, Mass., is chairman of 
the industrial committee of the 
Chamber of Commerce, which was 
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formed last week, for the purpose 
of promoting town affairs—indus- 
trial and otherwise. 


T. I. Turner, editor and mana- 
ger of the Shoe and Leather Jour- 
nal of Toronto, will attend the 
Styles Conference at the Hotel 
Astor. He finds that Canada is 
more and more interested in 
United States colors and styles. 

By the same token, we have re- 
ceived requests from German, En- 
glish, French and Austrian busi- 
ness papers to furnish them with 
American colors and recommenda- 
tions. 

A sport shoe department as a 
center of sales effort in the sum- 
mer months is being organized in 
the Fifth Avenue store of I. Mil- 
ler & Sons. A nationally known 
golf champion will be in attend- 
ance during the opening week. 
The effect of this added emphasis 
upon sport shoes proves that in 
the “new selling” stores must sep- 
arate their efforts—giving to each 
added prominence in its season. 


* * ok 
Johnston & Murphy displayed 
with pride an exhibit of shoes in 
the lobby of the Robert Treat Ho- 


tel in Newark this week. ‘The 
Newark Chamber of Commerce is 
trying a promotional plan and has 
had to date twenty-three exhibits 
of Newark-made products to show 
the home town that diversification 
was an aid to the business bhetter- 
ment of any city. Frank Autz, 
representing Johnston & Murphy, 
was on duty to tell about shoes. 





Matthew A. Condon of Charles 
ton, S. C., believes that the big- 
gest reason for trade stimulation 
in men’s shoes during the months 
of April and May will develop be- 
cause of bonus money. Thus we 
see a government contributing to 
a temporary betterment of trade. 

Let’s hope that more of the 
bonus money goes into foot shoes 
than into auto shoes. 

A week of perfect spring 
weather gave shoe sales a big 
boost in the East and demonstrated 
that even depression yields to the 
sunshine cure. 








Hard-to-Sell Customer: “Yes, they’re all perfectly lovely shoes. 





7 


But somehow 


I don’t just like the way they look on my feet.” 
Exasperated Salesman: “Perhaps a chiropodist might be able to do something.” 
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»>»*BRING BACK DESIRE 


For When Fashion Loses Its Power Industry 
Loses Its Aggressiveness, Sales Lag and Profits Fail 


By PAUL M. MAZUR 


F rom about the end of 1928, 


through all of 1929, until the late fall, this country 
was going at a pace, in terms of production, which 
possibly couldn’t have been matched with the growth 
in consumption, and there were accumulating huge 
inventories, not only inventories in themselves but po- 
tential inventories, because we were selling under high 
force salesmanship goods which couldn’t have repeat 
orders. 

When the break came in October, 1929, so-called 
Black Friday, in October and November production 
decreased, particularly the production of consumers’ 
goods. And I think the period of depression would 
have been considerably shorter if there hadn’t been so 
many promises made, which were converted into a 
definite increase in production in the spring of 1930. 
So actually in July and August, 1930, we had the 
largest inventories in this country that we had had in 
twenty years, including the period of 1921. 

Now the necessity of liquidating that inventory car- 
ries with it, unfortunately, a very serious effect, he- 
cause the moment you cut down. production you cut 
down wages, and you cut down purchasing power, 
which in turn cuts down sales. That in turn cuts 
down production, and like practically all factors in 
economics the thing moves in a widening spiral; so 
the effect becomes the cause and the cause becomes 
the effect. Therefore, in spite of the fact that we de- 
creased production very markedly, by the beginning 
of December, 1930, we had still larger inventories on 
hand than we had had on hand the first of August and 
at the beginning of the depression. 

But another thing took place besides the actual 
reduction in purchasing power through the loss of 
jobs or decrease in wages, and that was loss of pur- 
chasing desire. People who had money suddenly 
felt they had less money, because the pieces of pa- 
per they owned became less valuable—and they lost 
the desire to spend. More than that, loss of desire 
actually changed the habits of American life, and 


perhaps abetted by the Macy slogan—it became 
particularly stylish to be thrifty. 


Now let’s see what that really means in terms of 
the American false economic system. The creation of 
this perfectly artificial—let’s assume it is artificial— 
method of economics, or economic structure, in this 
country, brought with it when it changed a very seri- 
ous effect on American industry. 


80 


People buy goods, whether they be consumers or 
manufacturers, for two reasons: first, utility, and sec- 
ond, desirability. You wear clothes partly to keep 
you warm, although a good many people say that 
has nothing to do with the case. You have houses to 
shelter you. You eat food because it is necessary to 
nourish you, even in these days of slenderness. But 
you buy goods primarily because they are desirable. 
You may buy them because they are convenient, like 
labor-saving devices, which are giving our women 
even more time to play bridge; or you may buy them 
because they represent useful things, like new thera- 
peutic lighting, or the washing machine, which is the 
elimination of drudgery. Or you may buy them be- 
cause there is tremendous promise as to what they 
will accomplish. That, or rather that whole classi- 
fication, could be included under the term “sex ap- 
peal.” You buy cosmetics and you buy practically 
all your clothes because there is in them a promise 
that you will look like the best-dressed woman in the 
United States. 


And finally you buy because 
the most important element in style is fashion, as apart 
from sex appeal. You buy because you must buy in 
order to keep up with the parade. You cannot afford 
to be out of line. You cannot afford to have the stig- 
ma of being old-fashioned applied to you, or the finger 
of scorn pointed at you. 

Now what makes fashion in women’s clothes? I 
don’t know. I am inclined to think that it isn’t 
beauty. If you look at the styles of 1911 I think the 
expression that is likely to come to your lips is, “Isn’t 
that awful ?” 

So that either our whole sense of beauty has 
changed or else there is some factor besides absolute 
beauty involved, and I am convinced if we could look 
forward to 1951, and then look backward to 1931, 
regardless of how chic we think these new feminine 
styles are we would say, “My, weren’t they awful!” 
So I doubt if there is any absolute element of beauty 
involved. 

The same thing happens in manners and in morals 
and in a great many other things. The morals of to- 
day and the manners of today are unquestionably dif- 
ferent from those of thirty or forty years ago. 
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MAZUR-ISMS 


“Change of style . . . represents an excellent 
method of replacing a market which was satisfied 
yesterday with goods which are supplied today.” 
“When you get a situation of depression. . . 
utility becomes comparatively important as con- 
trasted to desirability and . . . it becomes much 
more definitely stylish to be thrifty.” 

“Style has lost power, at least for the moment, 
and with that the manufacturer has lost his ag- 
gressiveness. . . . So from a country of tre- 
mendous activity in which the obsolescence factor 
and style factor are tremendously important, we 
slip back to two things, utility and lethargy. The 
question is—Is that a permanent situation?” 

“! do not think that we have changed the 
underlying psychology of the American public. 
A period such as this tires people just exactly as 
the drabness of uniforms during the war made 
people more desirous to have color after the war.” 

“Style will come back into its own and cover 

Z 








a broader gamut of goods than it ever did before.” 








PAUL M. MAZUR 


A_ banker who thinks 
about business in terms 
of human desires instead 
of dollar signs. He’s 
vice president of Lehman 
Brothers of New York. 


So manners and morals and beauty are very flexible 
things; they don’t exist for all time or all places at 
the same time. Whether or not the change in fashion 
came because some individual who was a leader, like 
the Prince of Wales for men’s clothes and somebody 
else for women’s clothes, simply determines that is 
the thing to do, or whether it comes because it hap- 
pens to be an excellent sales argument for industry, 
I don’t know. I am inclined to think that the latter 
is the chief cause for its existence. It represents an 
excellent method of replacing a market which was 
satisfied yesterday, with goods which are supplied to- 
day. 

If you depended upon the so-called factor of de- 
preciation you would wear clothes for three, four or 
five years; you would use your automobiles for six 
and seven years and be perfectly satisfied. But in- 
dustry makes it undesirable, and human beings are 
perfectly willing to abet that cause, to use goods dur- 
ing their entire useful life, because you shorten the 
desirable life. But fashion goes beyond clothes, very 
far beyond clothes. 

Automobiles, for example, are bought on the basis, 
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as far as utility is concerned, of about a seven-year 
life. Automobile manufacturers figure that the life 
of an automobile in the hands of a particular owner 
should not be more than three years, and they hope 
to make it two. And you buy a car because it has 
syncro-mesh or because it has new upholstery, or be- 
cause it has a new gadget in the front of the radiator, 
or because it is a 1931 model—all factors having noth- 
ing to do with utility, but all factors having to do 
with depression. 


The same thing happened 
to radio. A radio becomes obsolete. There happens 
to be a new development this year, the pentode set, 
which is based on a type of tube used in England for 
a great many years—and which has been found to be 
no more useful than the American method, but which 
has a new name and can offer new promise, a promise 
likely not to be fulfilled, but nevertheless it repre- 
sents something new. And I am quite convinced that 
there will be a tremendous vogue of the so-called 


pentode set. 
[TURN TO PAGE 82, PLEASE] 
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To prepare colors and 
styles for fall selling 


Eenctenion of early fall selling 
at retail makes the Styles Conference more impor- 
tant this year than ever before. A national attempt 
is to be made to open the fall season Aug. 15, and 
two months of preparation indicate sessions of more 
style promise. 

The conference serves the purpose of guiding in- 
dustry in its broad style movements. It endeavors 
to lay out a program that fits into the merchandising 
plans of merchants in all parts of the country. This 
year’s conference hopes to develop a more orderly se- 
lection of materials and colors in footwear. Promi- 
nent shoe men from all parts of the country are ex- 
pected to be in attendance, for the color conference 
has proved itself to be a valuable laboratory of fash- 
ion technic. It works effectively and unselfishly. 

Preliminary to the conference, committees of the 
Tanners Council of America, the National Boot and 


Shoe Manufacturers Association and the National 
Shoe Retailers Association met and designated eight 
colors for women’s shoes and four colors for men’s 
shoes—to be incorporated in the shoe and leather card 
to be issued by the Textile Color Card Association. 

The first day’s session of the Styles Conference is 
held for the purpose of coordinating dress informa- 
tion with possible shoe trend. Stylists from fabric 
dress apparel and accessory houses will appear before 
the retail committee to present trends having a bear- 
ing on fall footwear. The first day’s session will 
draft the first program, which is then subject to re- 
view, interpretation and final acceptance by the com- 
mittee in the Tuesday’s session. 

The meetings open promptly at 9 a. m., April 27 
and 28, at the Hotel Astor. The big general meet- 
ing on Tuesday will be held in the new ballroom with 
the following program: 
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Greetings from Gordon McNeil, chairman, Styles Committee, Na- 
tional Shoe Retailers’ Association. 

Comments pertaining to the educational side of the Tanners Exhibit 
in the Grand Ballroom, by Fraser M. Moffat. 

Introduction of special style features and personnel, together with 
general comments: John C. McKeon, chairman, Style Committee, 
National Boot & Shoe Manufacturers’ Association. 

“Color as a Foundation, as a Stimulant, as an Answer to the 
Vanity Appeal and an Aid to Correctness in Style.’—Margaret Hay- 
den Rorke, managing director, Textile Color Card Association of the 
United States, Inc. 

Pageant of living models, demonstrating correctness of fall style 
in general attire and presenting fall suggestions through new ideas in 
footwear. “The Value of Modernity in the Fashion World, Pre- 
paredness, Consistency, Stimulation,” with explanation of each model 
and costume, by Madame Hamilton Jeffries, fashion editor, Boor AND 
SHOE RECORDER. 
| “Fashion—My Ideas.”—Miss Tobé, of Tobé, Inc. 

¢ “Fall Tendencies from a Foreign and Domestic Authoritdtive View- 
point.”"—-Miss Margaret Case, Vogue. 

“Five Minutes of Men’s Shoe Wisdom.”—George Geuting. 

“Morning, Noon and Night.”—Jesse Adler. 

“Something Must Be Done About It.”—Bertram Carter. 


Luncheon—1 p. m., with the afternoon from 2 p. m. on devoted to 
the preparation of the Style Forecast in full detail. 
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For 
the 
Retailers 


GORDON McNEIL 


For 

the 
Manu- 
facturers 





JOHN C. McKEON 


For 
the 
Tanners 





JAMES J. LYONS 











OFFICIAL COLORS 
FOR WOMEN’S SHOES 


Grisette 
Tunisie 
Madeira Brown 
Prado Brown 
Mooresque 
Admiralty Blue 
Leafbrown 
Paddock Green 


COLORS FOR MEN’S SHOES 


Bramble Brown 
Bourbon 
Sienna Brown 
Baroda 











Based upon their experience 
in previous exhibits of a similar nature, the partici- 
pants in the leather exposition to be held in conjunc- 
tion with the joint styles conference at the Hotel 
Astor next week have worked to make the showing 
this year of even greater value than ever before to the 
shoe manufacturer and retailer. Designed primarily 
as a service feature, rather than as a business promo- 
tion stunt, the exhibit is arranged to give the visit- 
ing shoe manufacturers and retailers a composite, 
and at the same time a detailed, review of the new 
fall leathers—compressed into the space of the Hotel 
Astor ballroom, and yet as extensive as if the show- 
rooms of the fifty tanners were brought to New York 
and housed under one roof. The chief advantage 
of the exhibit from the standpoint of the shoe re- 
tailer and manufacturer is to be able to see within 
the compass of a small space and within a short time 
the actual new leathers and colors projected for the 
fall season, as well as to renew his acquaintance with 
the older staples. The saving in effort, time and travel- 
ing expense is incalculable. 

The exhibit this year will be staged along the 
same lines as previously, each leather producer put- 
ting up his own exhibit in his own booth, each booth 
being of standard size and shape. Plans to add 
several features, such as a style show and living mod- 
els, were rejected on the basis that they would take 


FALL OPENING 
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away from the effectiveness and practicability of the 
exhibit. One feature has been added, that of a dis- 
play of ensembles, arranged by Miss Elizabeth Am- 
bros and Miss Rhea Nichols, stylists for leather 
houses, to show the logical harmony among the va- 
rious component parts of the new fall ensemble in 
women’s clothes and the new leather colors. This 
will make the exhibit a bit more colorful and, in a 
way, dramatize it, but it will not detract from the ef- 
fectiveness of the exhibits in the individual booths. 

“We anticipate more interest and a larger attend- 
ance than usual,” says James J. Lyons, chairman of 
the Exhibition Committee of the Tanners Council of 
America, under whose auspices the exhibit is staged. 
“This year, with business hard to get, the desire 
among manufacturers and retailers to be correctly in- 
formed on coming styles, colors and shoe materials 
is greater than ever. The trade cannot afford to 
make many wrong guesses; they are too expensive 
in this day of reduced profits. 

Realizing this, the individual tanners have been 
more careful than usual in their selection of products 
to exhibit. Each concern will stress its high lights— 
its one or two best bets for the coming season, at 
the same time keeping before the trade the staples 
that have stood the test of time. There will be a defi- 
nite reason back of every skin or swatch of leather 
shown in the exhibit. 
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of AMERICAN LEATHERS «<< 


First Showing of Shoe Materials 
in the New Colors for Fall and Winter 
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LINES OF 
LEATHER 
ON DISPLAY 
Booth No. 
Adams Buckskin Company........... 14 


Agoos Kid Co. and S. L. Agoos Tanning 


0. 
Allied Kid Company 


Standard Division ................ 7 

McNeely & Quaker City Divs....... 8 

Amalgamated Leather Cos. .......... 5 

Amer. William Co. ................ 32 

/ ai am American Hide & Leather Company... 37 
“Incidentally, the exhibit, composed as it is of Barnet, J. S. & Sons, Inc............. 35 
strictly American leathers, will demonstrate the su- pcg prod EG laa ialas = 
periority of those leathers.” Brandt Leather Corp. ............... 25 
“Everyone interested in leather is our welcome — Pag i eegadadaiaeiee p 
guest at the official opening of American Leathers,” Castle Kid Company, Inc. ........... 26 
said Fraser M. Moffat, president of the Tanners Ve +t ha veannenenatiate a 
Council, in answer to the criticisms of “bootlegging” ™ Dungan, Hood & Co., Inc............ 16 
by leather dealers and importers at former shows. oye gy ot nag naa = 
“But,” continued Mr. Moffat, “while such a welcome Geisman, Musliner & Brightman, Inc... 36 
is extended to everyone, it is assumed that those who pane sg } egy mee ivi a 
are not of the group sponsoring this exhibition will General Leather Company ........... 33 
: : Pig Griess-Pfleger Tanning Co........... 17 

carefully confine their business activities to an area Henry Melle Tanning Compeny........ 10 
outside of the Hotel Astor.” 4 > Rene ne Leather Co............. 40 
The purpose and guiding principles under which By os gp ta ap ggg ps 
these shows are held have been primarily style and wourtas D. Konmoe _ “Seer 4 
fashion rather than merchandising. While the ex- The Kostbeck os oy errors be 
hibit committee of the council has viewed the activi- Ww Senne saci Company .......... 12 
ties of outside interests with a certain amount of tol- oa Py ig on oy uae te ’ 
erance and good nature, they would regret exceed- G. Levor & Co., Inc...............4. 46 
‘ 2 ¥ : ee McNeely & Price Co................ 28 
ingly any increase in tendencies of non-exhibitors to- v Mitchell & Polrsen, lnc. ........... 44 
ward commercializing the educational aspects of the R. Neumann & Company............ 39 
‘ ae New Castle Leather Co.............. 1 
Joint Styles Conferences and Leather Openings. Masini tastier. Co. Tae. 31 
The committee in charge of the exhibit, working - kona gH fesse snxesiss 19 
under the chairmanship of Mr. Lyons of the Sur- Po 9: a gllalaall 7 
pass Leather Company, consists of Frank Miller, G. Carl E. Schmidt & Co............... 43 
x Seton Leather Company............. . 41 

Levor & Company; Jay Griess, Griess-Pfleger & Samuel Shapiro .................... 45 
Company; George Meally, Ohio Leather Company, Fr aesg ry i sa set eeeeeeeee 24 
and Joseph McCauley, Allied Kid Company. mit“ w 
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Retailing to THE entire 
country is 


Point the Way looking to the 


> movement of 
merchandise 
at retail. If the month of May 
shows real progress in the move- 
ment of goods at retail then the na- 
tion will feel that the mood of the 
American public is changing from 
insecurity to new resolution to in- 
dividually make things better. 

What the average man in this na- 
tion needs above all else at the pres- 
ent time is a place to confidently 
hang his hat. No word better de- 
scribes the present situation than 
uncertainty. 

Trite as this may sound, it has a 
deeper significance than is at first 
apparent. Nineteen months ago we 
suddenly awoke to the fact that we 
had been speculating heavily in se- 
curities. Since that time it has been 
continually brought home to us that 
we have been speculating as well 
in all the phases of our business 
and social life. 

Bitter as is any period of read- 
justment, when our faith in things 
spiritual, ethical and political is con- 
currently shattered, confidence is 
bound to be at a very low ebb. 

In the retail merchandising field 
staple goods are moving with fair 
regularity and volume. Necessities 
are being bought. But the great 
buying power of the country is giv- 
ing heed to the cry “liquidation” 
and is maintaining its reserves and 
savings in as liquid a form as pos- 
sible. 

Savings deposits continue to in- 
crease. There is much academic 
discussion of unemployment insur- 
ance, old age pensions, govern- 
mental control of utilities, and other 
vestiges of a form of paternalism 
that may characterize government 
during the next decade. 

Wages now appear to be facing 
a major operation, and therein lies 
a real dilemma. A new congress 
will meet this coming winter, its 
strength about equally divided, to 


battle for political prestige, and 
hoping for nothing better than dis- 
content and widespread dissatisfac- 
tion to turn into political capital. 

May will bring additional records 
of first quarter performances. Its 
trend will have a decided effect on 
the ensuing months. 

Considerable hope for progress is 
manifesting itself this spring be- 
cause so many people enjoying 
sheltered incomes have cleaned up 
their installment payments and 
major indebtedness and are in a 
better financial position than they 
have ever been. One-tenth of our 
people are employed by government, 
local, county, municipal, state and 
national. This group is in a much 
more favorable position as far as 
the retail dollar is concerned. 
Wages for this group of people 


T = ASK ME 
ANOTHER 


—Can you in any way check 
up the effect of advertising 
as it plays its part in the de- 
termination of the cycles 
which mark the business 
pulse? 


| —Those concerns that re- 
duced their advertising ex- 
penditures in 1930 from 15 
to 100 per cent showed an 
average loss in net profits 
of 41.2 per cent; those that 
reduced by less than 15 per 
cent, an average loss of 13.2 
per cent; those that in- 
creased expenditures, an 
average loss of 9.6 per cent. 


—Which means? 


—That practical advertising 
should never be considered 
an expense, but rather an 














investment. 
Renter Vilas. 
iq : President J 


haven't decreased and the impulse 
to buy has been materially increased 
because of the low prices of com- 
modities of all sorts. 

The natural activity on farms in 
springtime is another hopeful sign 
and indicates a better spending at- 
titude at retail. The major expendi- 
tures of the state and national gov- 
ernment have likewise a beneficial 
effect. There will be a seasonal in- 
crease in activity in production and 
that is also a contributing help. 

So, all in all, the outlook at retail 
is of major moment in the new rate 
of progress that might be developed 
because of a favorable May show- 
ing. 


Foot THIS is Foot 
Hygiene in Health Week the 
E St country over. Per- 
very otore haps the most sig- 
nificant week of 

» the year in its re- 

lation to the ser- 

vice of shoe stores. We have 


reached the time in shoe merchan- 
dising when every store has at least 
one line of corrective footwear 
built around a feature principle de- 
manding a greater degree of ser- 
vice at the fitting stool. 

The foot health movement has 
grown amazingly. It started with 
the cooperation of the Boot AND 
SHOE REcORDER three years ago and 
has been an actual factor in in- 
creasing the interest of the public 
in better shoe service. In no year 
has the need for fitting.service been 
so great as the one we are now in. 
Feet have, of necessity, become far 
more utilitarian. Mankind is re- 
finding foot comfort. 

The amazing growth of chiropody 
as a service to American feet has 
not been given its proper signifi- 
cance. The statement has been 
made “the country is short of den- 
tists because of the tremendous pro- 
motion of dental hygiene.” We 
now make the same statement about 
foot hygiene. There is profit to be 
made in foot service. 
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WILLMARK SERVICE KEEPS THE EXECUTIVE POSTED ON HOW COURTE- 
OUSLY AND EFFICIENTLY HIS SALESPEOPLE ARE SERVING CUSTOMERS 
AND HOW HONESTLY HIS SALESPEOPLE ARE HANDLING HIS MONEY. 


Retail stores lose patronage, prestige and Trained and experienced Willmark shop- 
profit-dollars when courteous, appreciative pers make approximately a million tests 
and efficient salespeople are lacking. Tre- yearly on the honesty and efficiency of 
mendous additional losses are frequently salespeople in over 6000 subscriber stores. 


caused by dishonest salespeople. 
Willmark Educational Material, surveys 


T fit-build 1 rt d 
wo profit-builders—(1) courteous an and reports supplement Willmark Inspec- 


efficient salespeople, (2) a reduction in 


losses caused by dishonest salespeople— tions. This combination service provides 
must follow the proper application of the effective means of ably testing, cor- 
Willmark Service. recting and educating retail salespeople. 


A VITAL FACTOR IN SOUND MANAGEMENT! 


Write today for full details about the many 
Willmark aids in maintaining and increasing store- 
wide honesty, courtesy, service and sales efficiency— 
INCLUDING “15 POINTS FOR PROFITABLE RETAILING” 


WILLMARK SERVICE SYSTEM 


250 W. 57th St. New York City 


An effective safeguard } against human frailties 





TRAVELING ALL OVER ALL THE TIME ss 309s .¢ OFFICES IN PRINCIPAL CITIES 
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- + GENUINE KANGAROO 







































Genuine Kangaroo 
is sold as Genuine 
Kangaroo. 





lt is never sold as 


Kangaroo Sides 
or Kangaroo Calf. . & 
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IS NEVER SOLD UNDER ANY OTHER NAME 


MVedhathathatl attat aah 
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Ss 


36-38 SPRUCE ST., 


trom this take-off 


RICHARD YOUNG 
COMPANY 


NEW YORK, 
N. Y. 
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COMPANY 
TANNERIES, 45 LINCOLN ST., TANNERIES, 
@ WILMINGTON, BOSTON, ® = NEWARK, 
DEL. MASS. N. J. 


Mister Roo will sail through 
twenty-five feet of space... 


And, if there should happen to be a high fence in the 
way—well, never mind; he’ll clear it easily. 


It is only natural that the skin of this animal whose loco- 
motion is so graceful and easy, makes up into shoes that 
give the wearer the utmost ease, foot freedom and 
comfort. 


Kangaroo Leather has grown steadily in popularity be- 
cause of its triple combination of pliability, firmness 
and softness—the basic elements of shoe comfort. Its 
smooth, tight grain insures a beautiful finish and polish, 
and a long, serviceable life. 


Kangaroo cannot tear; it is composed of very tightly 
woven fibres; and it is, by scientific tests, the strongest 
leather for its weight. 





ZIEGEL EISMAN & 





SURPASS 
LEATHER COMPANY 


TANNERIES and GENERAL OFFICE, 
Sth and WESTMORELAND ST., 
PHILADELPHIA 














Imitation Is the Sincerest Flattery 


SS = 


ENNA JETS 
SHOES FOR WOMEN 


YOU NEED 
NOM EO) ela: 
BE TOLD 
THAT YOU 
HAVE AN 
EXPENSIVE 
FOOT 









AAAAA to EEE-Sizes 1 to 12 


ENNA JETTICK SHOES, Inc. 
Auburn, N. Y. 
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The Hs Crstle 











Chew Sha ( — 1031 


Creole (Mooresque) No. 3N 
Suanee (Prado) No. 172 
Madeira No. 2N 
Dragon Vert (Paddock Green) No. 1141 
Artillery (Grisette) No. 77 
Serge Blue (New Admiralty) No. 1310 
Grotto Blue No. 1300 
Acajou No. 1400 
Tunisie No. 61 
Satin Mat 





Samples by request to asm 1762 -100 Gold Sireet, (New York 
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NOVELTIES 


By 
MADAME HAMILTON. JEFFRIES 


; Fashion Editor 
BOOT AND SHOE RECORDER 


ete novelties take the 
lead in fashion. Dear little oddities are supreme 
in shoes and color with white is outstanding. In 
fact, white has risen to top place for summer both 
in high style and volume. This means white with 
or without color, or three sharp colors contrasting 
a white background. 

Shoe designers and shoe merchants should 
remember that when sharp color is worn around 
the neck, very little, if any, should be placed on 
the foot for base or trim. The vogue of bright 
blue and red with white in garments places 
great accent on the white kid shoe. The use of 
light nets, wools and linens in frocks allows a 
considerable business on spectator oxfords in 
white buck morocco and pig grains or genuine 
leather. 

The porthole oxford is one of the versions of 
spectator sports footwear for 1931. It is a venti- 
lated shoe and the one shown in the accompany- 
ing illustration is styled with a red shoe lacing to 
match the red eyelets. These eyelets are so con- 
structed that there is no danger of catching even 
the sheerest net, so smart in spectator hose this 
season. 

Belts and hat bands are featured in sets and 
these are all extra business for the tanner and 
accessory department of the retail store. The 
spectator heel is becoming a staple in most of the 
Avenue shops, having a tailored straight breast 
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which is so much in demand for fall styling. 
The new vogue of shoe bows and buckles will 
make an accessory stock profitable. 

When men tell me that there is only a small 
business in accessories these days, I know there 
is a lazy minded merchandise man looking after 
the department. Of course there is only a small 
business if you are satisfied to leave it without 
promotion, but why not think up new ways and 
means to sell? 

With the summer season coming on, an at- 
tractive box could be made up of white polish 
and cream for the light kid shoes; a box of 
brown and black paste and then the cleaner for 
buck and another for fabric. This box should 
be reasonable so as to create the buying urge. 
This sort of box would be a much prized pos- 
session if properly displayed for the bride’s 
trousseau or for the trip abroad or for the woman 
who travels or takes her vacation in the country 
during the summer. 

These items help to swell the sales total. 
And how about the shoe buckles? Today when 
the smart little white enamel and small floral 
motifs that add that necessary touch of color are 
so fashionable do not be without them. 

Above all, watch the leather bow business. 
There is a nice little profit to be had and the 
bows will continue as long as fashion says a 


touch of white on the shoe. 
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Styled to the Minute 


DAREX SOLES NATIONALLY ADVERTISED 
IN HARPER'S BAZAAR FOR JUNE 





THE NEW PEACOCK SHOES 
WITH DAREX SOLES 


are heyed tr AON and to STE 


FOR the restless feet of society's smartest there is no other choice. 








Right in design, they lift the simplest sport ensemble to a new peak 
of perfection — or give a final touch of distinction to a new play- 


time creation . . . yet they cleverly conceal an amazing practicality. 


The new Darex Soles are smooth but slip-proof, waterproof — yet 
invisibly so, comfortable as your boudoir slippers and so light 


that the longest walk holds no terrors — brings no fatigue. 








Remember the new Peacock Active Sport Shoes with Darex Soles 


—and the most hectic day will leave you fresh for the evening 





festivities. 


YOU'LL BE SURE OF BOTH ewe DAREX 
AND COMFORT IF YOUR SHOES HAVE SOLES 





Dacall, 
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A Style Show That Sold Shoes 


How It Succeeded in Building Publicity and Sales 


For a Featured Line of Footwear 


By JERRY GOULD 


Advertising Manager, The A. Polsky Co., Akron, Ohio 





Models displaying shoes on elevated platform in Polsky department 


hele the average shoe buyer, now! 
When you mention a shoe style show to him, you'll 
get an immediate response. Will it go over? Cer- 
tainly it will! Hasn’t he been to dozens of shoe 
shows! Hasn’t he seen the enthusiasm created—the 
apparent success of it all—the complete registration 
of every person attending? Certainly it will go over. 
But if you query him further, and ask him if he 
has ever seen a retail shoe style show—the odds are 
ten to one that he’ll scratch his head—ponder a bit— 
then casually tell you that he doesn’t believe he HAS 
ever attended one. 
There’s a big difference! When a buyer attends a 
shoe show, he’s there because it’s his business to be 
there. Shoes to him mean more than they do to the 





average woman. If he’s walking 
down the street, approaching an at- 
tractively garbed woman, the first 
thing he concentrates on is the 
shoes she’s wearing. It is natural 
for him to do this. He is shoe 
minded! 

By the same token, when he’s 
attending a shoe show his entire 
attention is concentrated on the 
shoes, and not the matching ensem- 
ble, if any! He goes to the shoe 
show to buy because it is his busi- 
ness to buy shoes—not one pair but 
dozens . . . hundreds! 

On the other hand, how about the 
woman who is attracted to a shoe 
. RETAIL! What is there to at- 
tract her? Will she concentrate her entire attention 
on the shoes? Or will she, woman that she is, let her 
thoughts stray to the cunning Redingote, the smart 
sports ensemble, or the chic watteau model she may 
happen to be wearing. It is a question! 

This is the situation we were confronted with when 
we contracted to open the new line of Sherimode 
Shoes, made by the Sherwood Shoe Company of Roch- 
ester, N. Y., in The A. Polsky Co. of Akron, Ohio. 

We at the sales promotion helm of this fine new 
store had successfully conducted a number of elab- 
orate style shows. We were thoroughly sold on the 
idea of the shoes how suggested until we had time to 
[TURN TO PAGE 86, PLEASE] 


style show. 


Below: A striking window display used to focus attention on the new season’s shoes 
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BLACK 


BLACK VELVETTA SUEDE CALF will domi- 
nate the autumn shoe mode in 1931. Every 
indication points to it. 


VELVETTA, the SUEDE CALF that does 
not crock or smut, is the safe leather for re- 
tailers who are particular. Insist on this smart 
American creation in all your fall lines. 


Swatches of fall colors sent upon request. 


Velvella 


SUEDE CALF 
will not crock or smul 


HUNT- 
RANKIN 
LEATHER 
COMPANY 


106 BEACH STREET 
BOSTON- MASSACHUSETTS 
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A. W. BUSH 
Vice-President 


Nunn-Bush & 


Weldon Shoe wv vw Ww 
Company 























" Veal you very much, Mr. Jones. Come in again.” 

The retail shoe salesman bows his customer out of the door and the sale is com- 
pleted. Like the short story writer who marries off the young couple and thinks 
his job is done when actually the fun is just beginning, some shoe salesmen think 
they have done a good job after the sale is closed when actually the real test of their 
salesmanship is yet to come. Have they sold the right shoe to the right person at 
the right price in the right quality at the right profit and on the right basis of style? 
If not, dire results—the probable loss of a customer—may follow. 

Very few other standard articles are subjected to such rigorous tests after purchase. 
Very few other articles can cause such acute dissatisfaction as a pair of shoes im- 
properly sold. But there is a bright side to this picture. Men can be made to be more 
loyal to a brand of shoes and the store that sells it to them than to almost any other 
commodity that they buy. 

“In our advertising, we are pointing the way to more constructive selling of shoes,” 
said A. W. Bush, vice-president of Nunn-Bush and Weldon Shoe Company, of Mil- 
waukee. “Our advertising is selective. By showing an actual photograph of a certain 
type of man, we automatically appeal to readers of the same type, or those who think 
they are the same type. We know, too, what type of man will appreciate Nunn- 
Bush shoes. While the men we show are not movie stars or matinee idols, they are 
strong and vigorous and interesting—the type of men most readers think they are or 
would like to be. 

“Next in prominence in every advertisement is a shoe—the kind of a shoe that the 
man shown should properly wear. The man looks as if he knew good shoes when he 
saw them, and the shoe looks right for the man. This reflects creditably upon both 
man and shoe. 

“Behind every shoe is faithfully pictured a typical, new spring fabric. It is the right 
kind of fabric for the man to wear, and the shoe is proper for both man and fabric. 

“In these three elements of man, shoe and fabric, we are suggesting that men should 
wear the right shoe for their type, the correct shoe for the occasion and the proper shoe 
to go with the suit of their choice. 

“It is generally admitted that men are not as ‘style conscious’ in regard to shoes 
as they are to most other apparel. 


BooT AND SHOE RECORDER 





Selling Shoes to 
Types of Men 


How Nunn-Bush & Weldon Shoe Co. 
Use Selective Advertising to Interest 
Definite Classes and Kinds of Men 


Requiring Definite Types of Shoes for 
Wear with Certain Kinds of- Clothes 





FOR MEN 


tn deman 


Preserves 
lines aod 
gives you snug ankle fit, 
even mon woar, 
No gapping—no slipping. 
MOST STYLES 

* 1099 « 


192 4 $12.30 
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OUR NEXT NUMBER BY POPULAR REQUEST 


Jay-Thorpe 















FIFTY-SEVENTH ST. WEST, NEW YORK 








The expert judgment of 
the critics often molds 
public opinion that a 
show is worth seeing; 


hence its success. 


So itis with Alligator! 
International style 
leaders, the critics of 
fashion, are selecting 
this reptile as the 
most outstanding for 
the coming season. 


Nut brown will pre- 
dominate; but other 
high fashion colors 
such as Paddock 
Green, Medoc, a lovely 
version of the deep 
wine shade, and black 
are also available. 


At Booth 42 
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are saying 


about it.. 


FT avenue at CFT Y-CiGHTN STREET 
mew yoan 


March 31, 1931 


Mr. Louis J. Robertson 
¢/o Robertson Leather Co. 
41 Spruce Street 

New York City 


Dear Mr. Robertson: 


ng the question as to beng or not 
etnies Will be a fashion note this Fall. 
In view of the fact that the eae poke 
and coat gives every evi: f being m0: 
popular this Fall then now; te. is our opinion 
that alligator as an all-over shoe and a 
trimming, will be of considerable Asportance 
in the world of footwear this Fall. 

Yours very truly, 


RF CPODMAN 


8. R. Williams 
HRW/EZ 


and what the crities 


Delman Shoe Salon 
Prive Play Bight Madkoon Ave 
New Yok 








2 WEST s7hSTREET h 


SOMMERS 


SOMMERSZ 


April 10, 1932 


Mr. Louis J. Robertson 
41 Spruce Street, 

New York City 

My dear Mr. Robertson: 

I think that bapa my oon is 
seine to be v ay yepuias * ir the 
fall eepectally rk colors. 
such as, brown and green. 

as brig oy to use it and f 


t will be a leading kitertad, 
by waoeas 


Youge truly, 
so/ns Gomme 


SHOES Are MADE sy HANNO 
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Le March 50, 1951. 






Nancy Haggerty, Inc. 
hoes 
Five-Forty Madison eAverue 
New York City 


Telephone: Plasa 7164-7165 
April 7th, 1931 


Wr Louis J, Robertson 
41 Spruce Street 

Sew York City 

My deer Mr. hodertsca, 

Early considerations _ Pell fashions have placed 
Alligetor at the top of ay list for tailored shoes. 


more 
of fomininely teilored 
pervect will tend te popularize it this fall more than 
ever. Alone or im pespcanth hey with calf or suede, it 
will make some of the smart: 


I would eppreciate samples of your new fall colors. 


Tbe 


nt Ine. 











ROBERTSON 


LEATHER COMPANY 


41 Spruce St. 



















N.Y.C. 





PLAY ETE 
FOOTWEAR 


Camp and Vacation Season to Create 


Demand for Rubber Soled Types 


stores and those in the smaller cities play their loca- 
tion advantage by featuring many items necessary to 
a boy’s happiness, such as baseballs, bats, gloves and 
the like at very low prices. The idea is to furnish 
the youngsters with a real reason why they should 
prefer one particular store. Giving baseballs away 
; a acne ene with shoes and sneakers has been found a most 
: effective way of winning juvenile favor. 
in seamless canvas knockabout shoes. The opening 
of camps and the new vogue of gingham pajamas and 
sailor trousers make the canvas oxford once more im- 
portant in style as well as in utility merchandise. _ 
Many of the leading rubber companies have studied 
the uses of their footwear, employing the services of 
recognized champions to style and advise as to fit and 
advantage of construction for active plays. 
There is a demand for the crepe soled buck shoe 
as well, also fancy woven cloths and duck. Demand 
is swinging to the blucher type for active footwear. 
The bicycle shoe of other years is suddenly finding 
favor again, as is the shoe with the supported arch. 
Many women find it difficult to switch to a sneaker 
type from the higher heel as the tendons and arch 
are subject to the greatest strain. Some manufac- 
turers find that by the use of a specially constructed 
inner sole the leg strain and arch discomfort is en- 
tirely eliminated. There is also a new crepe sole 
which will not slip or skid, known as pressed crepe. 
This sole comes in a copper colored finish and has a 
sports appeal. 
Boys’ playtime footwear always includes the can- 
vas sneaker. Broadcasts, contests and window dis- 
plays all help to create consumer interest 
and demand. Baseball, which is just open- 
ing a season, is always a stimulant when 
linked into a store’s advertising and promo- 
tional plan. 
Some merchants have studied out the 
reasons why boys insist on buying their 
footwear in certain stores. Neigborhood 
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IME was when the purchase of a pair of shoes 

...UNLESS they were bought purely for com- 
fort...meant “new shoe complaint” until they were 
nicely broken in. Not so today. 


The purchaser nowadays expects his new shoes 
to be smart and stylish, and just as comfortable 
as his old ones. He expects them to FIT. 


And fit points to the last...the factor which, in 


‘The .. 
Determintng 
actor 


nine cases out of ten, determines whether the 
prospective customer will walk out WITH THE 
SHOES or “walk out on the dealer.” 


Leading manufacturers who appreciate the impor- 
tance of the last...the importance of expert styling, 
designing and fit...look -to VULCAN for their 
requirements. No finer lasts are made than VUL- 
CAN LASTS. VULCAN CORPORATION, 14 Second 
Street, Portsmouth, Ohio. 


VIELCAN 


Last Factories in 
PORTSMOUTH, OHIO 
ST. LOUIS, MO. 
BROCKTON, MASS. 
JOHNSON CITY, N.Y. 


Lumber Mills in: 
ANTIGO, WIS. 


KV 


NULCAV 
Nw 


Wood Heel Factories in 
PORTSMOUTH, OHIO 
JOHNSON CITY, N.Y. 
EFFINGHAM, ILL. 


Style Studio: 


908 MARBRIDGE BLDG. 
NEW YORK CITY 


ALSO DESIGNERS AND MANUFACTURERS OF ARISTOCRAT HEELS, SELF-ADJUSTING SHOE TREES AND GOLF CLUBS 
SSS 
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DESIRE FOR SHOES 


Stimulated by Pattern Footwear 







Left to right, No. 1:—Brown kid with beige astralac is patterned 
so as to suit the many needs for afternoon shoes. Similar pat- 
terns with porthole openings are being shown in novelty lines. 


Y 


No. 2:—Twisted silk pump with gold 
inlay and silver piping. The dyeing 
possibilities are twofold, as charming 
color combinations may be worked out. 







No. 3:—Black patent pump with white 
stitching. The vogue for stitched shoes, 
whether on kid or patent, is very smart 
and will continue through the fall months. 


No. 4:—Smart patent pump type shown in high grade 

lines. The white piping and black buttons with 

white fastenings add to the charm of this cleverly 
handled pattern. 


No. 5:—Brown pin seal pump with astralac trims. Deep browns 
are smart colors for contrast shoes for fall, featuring lighter 
trim 











No. 6:—A distinctive pattern suitable for white 

and various color treatments, having a 17/8 

covered Cuban heel. Note the restrained use of 

punched holes on the outside of quarter. An ex- 
cellent hot weather number. 


No. 7:—Swagger tan calf featuring the 

built-up leather heel in sub-deb heights. 

Light welts are being shown in tailored 
types with or without the strappings. 


No. 8:—Unlined calf oxford in deep toned colorings, also in 
white buck. This shoe is also made with eyelets on the 
quarter line. The light rubber sole makes an ideal golf shoe. 
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A shoe fabric 


of unusual beauty and 


durability— 











Your shoe manufacturer 





will show you exquisite . 
footwear made of this 


interesting shoe material. 


IN BLACK AND WHITE. THE WHITE IS PERFECTLY DYEABLE. 
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_MEN TALK 


ABOUT IT! 














en © 


. Here is a heel that is 


RIGHT! 


Increase the eye-appeal and 
utility of your shoes with WAC 
Cushion Rubber Heels. Their 
cored construction preserves 
the shoe in its original lasted 


shape longer. 


Vv 













Look 
for the 


a“ D* 





MAKES ANY GOOD SHOE BETTER 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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IN STOCK 


LOT No. 370 
Brown Imported Calfskin 


LOT No. 375 
Black Imported Calfskin 





This Oxford 
made over our 
WINDSOR 
Last, is typical 
of the style 
and value 
found 
throughout 
our line. 


C:H: 
ALDEN 


COMPANY 


=> 


DESIGNERS & MAKERS 
OF MEN’S FINE SHOES 


ABINGTON 
‘MASS: 

















Push Sport Shoes [his 





Speaking over the 
radio to retailers the other night, 
the sales manager of the Ameri- 
can Radiator Company told them 
plainly that most of them were 
up to the minute on service, but 
behind the times on sales plans to 
meet today’s conditions and prob- 
lems. 

He told them that doing a good 
job after the customer comes in 
isn’t enough. They must go out 
after customers. “You’ve got to 
tell ’em if you want to sell ’em.” 

Let’s apply this to sport shoes. 
In every town there will surely 
be several stores showing them. They will be in the windows; prob- 
ably mixed in with other styles. There will be price tickets on them. 
Shoes that look much alike in style will appear in several stores—at 
greatly varying prices. 

What a break for the cheap prices! Why allow it? The public 
wants to know prices, we agree, but why not dramatize the various 
features of your sport shoes; give them something besides price to 
think about. 

Featuring sport shoe week attractively in your advertising will direct 
attention to your store as one which takes an important interest in 
sport shoes. Then back it up with window displays that concentrate 
interest on sport shoes. Make your windows look different. Use 
window cards to emphasize special features. 

For example, group your women’s sport shoes—for active sports, 
for spectator sports and the dressier styles. 





Summer 


And Start the Season with Sport 
Shoe Week, May 15-22 


In the other window show men’s active and spectator sport shoes in 
two groups. Do the same with children’s shoess. 

Have an attractive “Sport Shoe Week” sign against the background 
—use sports equipment or pictures to give added atmosphere. 

Show sport shoes in the store. Trim it up a bit. Let the public 


know there’s something doing. Get the big idea over in an enthusiastic 


way. You can even send a post- 
card invitation to customers 
without great expense. 

It will not be costly to use 
ideas that are different. The 
actual expenditure in putting 
over many of the best “ideas” in 
advertising and display that I 
have seen is no greater than the 
most ordinary, and the sales value 
is far greater. 

And finally—IDEAS in ad- 
advertising and displays are the 
one way you have of getting the 
public away from the bad habit 
of buying price tickets! Start 
now by putting on SPORT 
SHOE WEEK. 
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THE WHITE SEASON 
STARTS NOW 


We have stock of WHITE and WHITE 
PATENT SANDALS ready for immediate 
delivery, both branded and unbranded. Only 
Sandals of excellent quality, good workman- 
ship, beautiful patterns, with and without 
front strap. AAA to C, sizes 3 to 8. Prices to 


retail in all the popular ranges. 
Prepare for the demand and order NOW. 


Same styles are available in Natural and Beige 
Combination, and in all Tan and Tan with 
Brown or White. 








TRADE MARK 


IN STOCK 
IMMEDIATE 
DELIVERY 


Finest Quality Leather 





Best Workmanship 
Molded Soles 


Sizes 
3 to 8 
Widths 
AAA to C 


Unbranded Sandals in 
Every Conceivable Price 
Range. 





Without Front Strap 


GOLO SLIPPER COMPANY 


129 Duane Street 


New York City 
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SUGGESTED SPORT SHOE ADS FOR MERCHANTS. CAN BE LENGTHENED TO INSERT SHOES 














SPORT 
SHOE 
WEEK 





aw f, 
GOLF? 
—then you'll enjoy seeing 
the seven chic, comfort- 
able styles in golf shoes for 


women, included in our 
showing of correct shoes 


for every summer sport— . 


for both players and spec- 
tators. 


(STORE NAME) 








—.- 

















“Your Ad!” 


Decidedly to your ad- 
vantage to see all the 
new styles in  spec- 
tator and active sports 
shoes. 


SPORT 
SHOE 
WEEK 


MAY 15 to MAY 22 














HAPPY TO HAVE 
YOU—COME! 


| (STORE NAMB) 























Hiking or 
Horseback— 


Whatever summer sport 
you enjoy most, you'll wel- 
come this showing of shoes 
that are new and correct for 
every outdoor activity— 





(STORE NAME) 





0 


ok RON Ae A ORE R 

















°*SPORT e 


MOTHERsSON 











DAD = SISTER 








° SHOE ° 





Every outdoor enthusiast is 
invited to see the new shoes 
for summer sports during 


Sport Shoe Week. 
(STORE NAME) 


Everyone who would enjoy 
summer days outdoors to 
the utmost is invited to 
visit (Store Name’s) to see 
the new shoes for every 
summer sport. 








"=" SPORT 8& 











° WEEK ° 


=» SHOE #® 








=» WEEK #& 











MEN! 


Shoes for every summer 
sport and plain or fancy 
loafing — come, see them! 


(STORE NAME) 
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CAUL . 


C fem l 


oolweaz 







IN STOCK—One of the most popular sellers, 
extremely active in demand, carried in stock 
from AAA to C widths. 










ES REE RIAES aS a MP PR 


7418—Black Satin Kid One Strap, Trim- 7299—7127—Watersnake Tie, 
med With Genuine Watersnake, 19/8 Sea Sand Calf Tip and Foxing, 
Louis Heel, Last 251, Littleway . 3.75 , 16/8 Boulevard Heel, Last 


\ 250, Littleway . . . 3.50 











Connect up with this live-wire, aggressive merchandising 
program, featuring $5 and $6 retailers, in price range 
from $3.15 up. 

Full information and stock catalog sent upon request. daichii tana 


Quarter Overlayed With Genuine Watersnake, 
16/8 Louis Heel, Last 250, Littleway . 3.60 


VIRGINIA LEE SHOE COMPANY 


DIVISION OF SIMPLEX SHOE MFG. COMPANY 
MILWAUKEE.WISCONSIN 
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demands LINE 
and BALANCE 


Shoe Stylists give great care and 





attention to heel design. Mears 
Wood Heels are impressively 
correct in design and are used on 


America’s most distinctive shoes. 


When women select shoes today, 





they insist upon buying fashion 
as well. When you use Mears’ 
heels on your shoes, you provide 
the utmost in beauty, quality, and 
finesse; so essential to smart foot- 


wear. 





Women prefer Wood Heels because they 


are lighter and have graceful lines. WO O D Rn. V_l 
= MEELS 


FRED W. MEARS HEEL COMPANY, Inc. 


AUBURN, MAINE ST. LOUIS, MISSOURI COLUMBUS, OHIO AUBURN, NEW YORK 


Associated Companies 
Conway Wood Heel, Company, Conway, N. H. Merrimack Wood Heel Company, Salem Depot, N. H. 
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Shoe More Service Section | 


















Devoted to 
DispLAY, EQUIPMENT AND SUPPLIES 
for the Retail Shoe Store 








Put Sales Punch ne 
in Spring Windows Fost, 


wv 


May 1-9 
May Day is Child Health Day. 
Play this fact up in the windows 
until Friday May Ist, and be sure 
that no mention of it remains there 
on Saturday. 
Sunday, May 10th, is Mother’s 
Day. She should be remembered in 
a practical way with tokens of 2 - sintes maps "3 ys * anion. Pap 
: : x oe r if ile, Ala., de- 
comfy sl _— stockings, etc. Have signed i ia " ‘Miller be ds phate yrds that fens under 
appropriate window cards made, the management of J. B. Mashburn. 
plan a small window or conspicuous 
unit display and use it, with some 
suitable decorative features, the week ending the 9th. Also run a special ad on this. 

If you are given to running “weeks” at your store, plan a Bride Week for the week of the 
18th to 23d and a Grad Week for the second week before school closing, the date of which 
varies in different locations. Special window panels and streamers should be prepared for 
each of these occasions. Wax models might be used to advantage. 


May 11-16 

Your public is sport-minded now. Find some way of hitching your name to popular sports, 
and you will hitch your wagon to a star. Issue printed schedules of sports events. Carry 
a sport bulletin in a corner of your window. Advertise prizes for a hole in one, for home 
runs, for achievements in various sports. The big thought is to tie in with sports. Do it 
your own way—but do it! 

A good time now to feature juvenile shoes. 

Prepare a background panel or some suitable display to hail Memorial Day. 


May 18-23 
This is a good week for Bride Week. June brides have by now selected the dresses for 
their trousseaux, or at least are set on the color and material of these, so that they can turn 
their attention to shoes. Show several different groups of shoes that might be termed trous- 
seau groups; each group typical of what a certain type of young lady would choose for 
her trousseau. 
Let Summer Weights be the basic theme of your general displays this week. 


May 25-31 
Perhaps the school closing dates will make this the right week for Grad Week in your 
vicinity. If so, play up the grads as strong as you can; don’t give anything else the spot- 
light at the same time. Otherwise, the approaching holiday should suggest a theme of 
shoes and hosiery for summer outings for all the family. 
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COPS ENING UIC 








Be cae 





















Settee 9513...New 2 
in design — new in appeal. 
Smart, comfortable, economical 


GIVE YOUR SHOP THE 
CHARM OF DISTINCTIVE 
SEATING 


Independent owners and managers now feature 
individuality—give their shops a background of 
prestige, an atmosphere of distinction to attract 
patrons. And in dressing up their shops they do not 
overlook the factor of seating that is inviting—ex- 
pressive chairs that add charm and loveliness to 
shop interiors. 

You will be interested in the new American 
Seating Company line of exclusive shop seating... 
beautiful, comfortable, unusual chairs, that are 
certain to increase your patronage. 

Send for free booklet-—‘‘New Styles in Shop Seating” ree fa 


American Seating @ 
(3 

Company @ 
Makers of Fine Seating for Schools, ( 
Churches and Public Auditoriums 












General Offices: 
14 East Jackson Bivd., Chicago, Ill. 
BRANCHES 
IN ALL 
PRINCIPAL 
CITIES 
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SHU-MILK with NOT 


SHU-MILK SHUMILK 





ANNOUNCING! ‘ei’ 
SPRING DEAL 


SNOW-WHITE 


SHU-MILK 


“America’s FASTEST Growing White Shoe 


Cleaner”’ 


FEATURE the white cleaner that offers 
“HIGHER - THAN - AVERAGE” 
PROFIT — that enjoys CONSUMER 
DEMAND from Coast to Coast. 


Meet the 1931 demand for 
“WHITE” with SHU- 
MILK — the cleaner of 
QUALITY which guar- 


antees satisfaction to all. 


FREE GOODS, DIS- 
PLAY MATERIALS 
(pictured above), DEAL- 
ER HELPS—EVERY- 
THING you need to real- 
ize the profit you deserve. 





YOUR 
FREE GOODS 
VALUE $1.50 


THE DEAL! 





Effective until May 31, 1931 
3 doz. SHU-MILK at $1.75 per doz. 
4 doz. FREE 
COST $5.25 RESALE $10.50 


DOUBLE—YOUR—MONEY 














ORDER TODAY FROM YOUR JOBBER 





For Displays and Dealer Helps Write 


WALTER JANVIER, Ine. 
121 Varick St., New York, N. Y. 
National Distributors for 


SHU-MILK PRODUCTS CORP., Orange, N. J. 



















Lighting that enhances the effect 
of your windows is a profitable 
investment 


Show Shoes 


Window lighting isn’t a big item 
in equipment cost, but this fact should not encourage 
a merchant to overlook its importance. 

Windows trimmed with small units of merchandise, 
such as shoes, call for particular care in the lighting 
arrangement. An even diffusion of light is required, 
so that no part of any shoe will be in shadow. 

Reflections must be guarded against, as these cause 
no end of trouble. The top picture above indicates 
some, but not all of the things that reflections can 
do to a window. Reflections come mostly from the 
opposite side of the street. The principal sources are: 
' Flash signs, street lamps, stationary electric signs, sun 
glare, traffic (autos turning corners), etc. 

The last mentioned is most encountered where the 
store is at or near a corner, where glaring headlights 


Reflections on the windows 
are 
reflections on the store. 





in the Best Light 


And Make Your Windows Better Salesmen 


play on the window when cars turn. In some cases 
all these various causes give trouble, and in others 
only one or two of them do, but while any reflection 
remains there still is something to be done to com- 
plete the efficiency of your window lighting. 

Adequate protection against reflection calls for more 
expenditure of thought rather than of money. A good 
store lighting man may be able to bring it about with 
the equipment you already have, or with a small addi- 
tion to it. Technical knowledge of lighting is the 
missing element when efforts to completely eliminate 
reflections are unsuccessful. 

Should you not know where to secure the services 
of a man with this knowledge, inquire of manufac- 
turers of window lighting equipment. 
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MCR We SIM monty at pace 














Nisley Shoe Store, Los Angeles, Calif. 






“The Increase in Our Hosiery Department 


Paid for the Improvement” 


HE leading shoe merchant in an 
Tindiane town was finding it difficult 
to get his share of the hosiery business. 
Then a member of our Store Planning 
Division recommended a slight rearrange- 
ment of store fixtures, with the addition 
of one or two pieces of more modern 
equipment. Later, this wide-awake mer- 
chant wrote us enthusiastically as follows:— 
“We find these hosiery units improve the 
appearance of our store 100%. The in- 
crease in our hosiery department paid for 
this improvement! We find our selling 
much easier, and faster, cutting our sell- 
ing cost. We consider this an excellent 
investment.” 


Sometimes more drastic changes are 


needed—perhaps more equipment must 
be replaced—and in the case of large 
stores it may pay you to relocate an 
entire department. But you can have 
the same substantial sales increases, if 
the suggested change — minor or 
major —is based on exact scientific 


knowledge. 


Furnishing you with this scientific store 
planning information is a part of the 
service offered by Grand Rapids Store 
Equipment Corporation. It has been 
gained through experience with thou- 
sands of shoe stores throughout the 
country .. . by studying and analyzing 
the reasons why one merchant succeeds, 
while another just “gets by.” 


GRAND RAPIDS STORE EQUIPMENT 
GRAND RAPIDS STORE EQUIPMENT CORPORATION 


Executive Offices: Grand Rapids, Mich. Branch Offices and Representatives in every 
territory. Factories: Grand Rapids; Portland, Oregon; Baltimore; New York City 


STORE PLANNERS, DESIGNERS AND MANUFACTURERS OF FINE STORE EQUIPMENT 
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The Store Planning Division of the Grand 
Rapids Store Equipment Corporation 
offers you this merchandising service. It 
involves an individual study of your 
store, your location, your clientele. 


We will be glad to send you further 
information—without obligation on your 
part. The coupon below is for your 
convenience 





THIS COUPON WILL BRING YOU 
COMPLETE INFORMATION 





GranpD Rapips Store Equipment Corp. 
1519 Madison, S. E., Grand Rapids, Mich. 


Gentlemen: We are interested. Please send 


us further information and literature. %7 
NON 6 5.5: Fns ts Ro degecceae Ie 


Pe RO EE Re Tr tee eee Cr 


























MODERN 


= GOOD DISPLAY FIXTURES 
ATTRACTIVE SETTINGS 
MERCHANDISE 
SELL MORE BY 
ATTRACTIVE DISPLAY 
USE GOOD FIXTURES 











‘Bess 


t 
—t 

















No. 4056—Modern Display Table.......... 15. g 
12x24 Top, 12” High ta : 


bony Black (Wood) 
Chrome Metal 







Line 
Aveden Design 
Bird’s-Eye Maple 















ONLI-WA DISPLAYS 


WITH 


—sell more shoes 


Ml IT ” 




























Follow the mod- 
erne trend to “win- 
dow appeal” with 
Onli-Wa ‘Maple 
and Walnut Units. 


This striking dis- 
play shows more 
shoes (bags and 
toilet goods, too), 
attracts more shop- 
pers and leads to 
more sales. Get 
catalog, or better 


yet, Order Today! 














Catalog No. 19 
Maited 
Promptly 


on 
Reg. U.S: Request! 














Bag, Shoe or Toilet 
Goods Unit 

No. 3675—$18 

26” high—24” wide. 

Shelves 4” x 7”. 

Center shelf 4” x 9” 

















HUGH LYONS & COMPANY, Lansing, Michigan 
“Sell By Display’’—Member National Display Equipment Association 
New York: 485 Fifth Ave. Chicago: (311 Merch. Mart Boston: 52 Chauncy St. 


DISPLAY 





























MARBRIDGE § 





The lines permanently displayed at the Marbridge 
Building always merit your attention. The shew- 
rooms of the national leaders in the shoe and 
a industries are maintained here all year 
round. 

Desirable office space for approved tenants 


MARBRIDGE BLDG. CO., INC. 


1328 Broadway New York 




















Dept. B. S. St. Paul 


Display Center: 
1440 Broadway, New York, N. Y. 


Chicago Office: 
1323 Merchandise Mart. 


THE ONLI-WA FIXTURE CO. 


Ave., Dayton, O. 


Seattle, Wash., Office: 
3034 Areade Bidg. 


Buffalo, N. Y.: 
12 Root Bidg. 


Members National Display Equipment Association 




















Home of the famous swimming pool- 


HELTON 


at 4Q* and Lexington 


Has all the comforts 
of a private club. 


The most 


enjoyable 


hotel atmosphere 
in New York. 
TE 
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NEW YORK 





















Semeancanie ee 
































Te 
INSTANT SERVICE 


In Every Important Shoe Center 


<——— 


Merino Mie 


As we are represented in every shoe 











center by our selling agent, the United 
Shoe Machinery Corporation, imme- 
diate service is now available to our 
ever-growing list of customers. Regular 
or emergency calls will be handled 
more quickly than heretofore. 


Control of all manufacturing details by 
Us assures maintenance of high quality 
standards. We supply you the lace for 
every grade and type of shoe. 











THE JOSCO FABRIC TIP 
—a small, neat tip that will 
enter any eyelet with ease. It 
has no shoulder to catch, 
scratch or tear and is abso- 
lutely waterproof. The JOSCO 
tip cannot pull off for it is part 


of the lace itself which has SECTION OF 


Tips may be either fabric, met- 
al or celluloid. We recom- 
mend the recently perfected 
JOSCO FABRIC TIP. 


been impregnated with our 
own exclusive solution to give 
it the proper rigidity and en- 
durance. We guarantee the 
JOSCO FABRIC TIP to out- 
Jast the lace in ordinary use. 


CARDING ROOM 


Shoe Lace Company, Ltd. 


(Successor to Joslin Mfg. Co., Established 1865) 
PROVIDENCE, R. I. 


SELLING AGENT : 
UNITED SHOE MACHINERY CORP., BOSTON, MASS. 














TRADE MARK REGISTERED 


4 
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SHOE AD-VISOR 





Practical Suggestions for Busy Merchants 





Make the Most of 
Summer Weights 


Saturday, May 16, will mark the 
official opening of the Straw Hat 
season in most localities, and where 
there are progressive, wide-awake 
shoe stores it will also be the open- 
ing day of the Men’s Summer 
Weight Shoe season. 

You should make the most of the 
summer weight idea, not only for 
the increased sales it will bring, but 
for the publicity it will give your 
store. In the Merchandising Calen- 
dar for May, published in the Boor 
AND SHOE Recorpver for April 18, 
are several suggestions for promot- 
ing Summer Weight Shoe Day. 

The best way to work up advance 
interest in Summer Weight Shoe 
Day is through a series of “teaser” 
ads, beginning at least a week in ad- 
vance. The first of these ads should 
be curiosity provokers, reading, 
“Saturday, May 16, Is the Day!” 
and similar statements. These first 
ads should not even give the adver- 
tiser’s name. Then each day the ads 
can be made a little more explicit, 
leading up to the big newspaper an- 
nouncement of the day on Friday 
night, the 15th. 

“Teaser” ads need not be large. 
Ii fact, it will be much more effec- 
tive if you use very small ads and 
sprinkle several of them through the 
paper each day. In this way you 
are sure to catch the attention of 
almost every reader. 

If you have a good mailing list of 
men’s names this same “teaser” idea 
can be worked out very successfully 
with a series of mailing cards. 

Another good direct mail idea for 
promoting Summer. Weight Day is 
to send out a letter announcing the 
day, about one week in advance. 
Then, two days before your Summer 
Weight Day send out a very brief 
letter with a carbon copy of your 
first letter attached. This second let- 
ter should merely say that you're 
sending a copy of your earlier letter 
because some may have overlooked 
the original. 








“That Seven-League Boot Story”... . 


Janice, aged six, is thoroughly disinterested in the fan- 
tasy of the seven-leegue boots. and wholly occupied 
in the surveyal of “prescripting” and similar scientific 
shees for young ladies of her precocious ege...they may 
not cover so much ground but they're so infinitely 
better-looking and more wearable! 


i: u 


2 





Saks-Fifth Avenue 


North Michigan at Chestnet 


This Will Help Your 
Hosiery Sales 


If you want to stimulate your 
hosiery sales try this idea that has 
been very successful. 

In every shoe package that goes 
out of your store inclose a coupon 
good for a decided discount on the 
purchase of 3 pair of hose. 




















As 
Straw 
Hat 
Time 


Summer Weight 
OXFORDS 
Approaches 


Cut from soft, i Run 
yielding leathers, 
with light, flexible 
soles, Style lines 
typically French, 
Shriner & Urner 
« « that won't rub 


Good 
off, As necessary 


to your warm Newspaper 


weather com- i 
fort, health and Ads 


rence as‘ 
owt 2 30 
od up | 


Some 


Featuring 
Summer 
Weight 

Shoes 





the Small Ads for 
New Ideas 


Do you ever feel that because your 
advertising budget limits you to the 
use of small ads most of the time 
your returns are inadequate? It’s a 
quite natural feeling, particularly 
when you compare your small space 
with the big, commanding ads of 
the department stores. 

Yet it is quite possible to get 
splendid results from small ads. If 
it were not you would not see so 
many big national advertisers using 
small space consistently in your local 
papers. It all depends on the use 
you make of your space, and the 
layout of your ad. 

A national authority on advertis- 
ing advises the student of advertis- 
ing to study the small ads in papers 
and magazines. It is advice every 
merchant can well follow. Turn 
through the pages of your local 
newspaper and note how some of the 
very smallest ads catch your eye the 
minute you look at the page. There’s 
a reason—the arrangement of the 
type, the use of white space, the 
border, perhaps, or the illustration. 

If you will make it a practice to 
study and analyze these little ads 
that claim your attention you'll find 
them a great source of ideas for 
your own ads. 


Study 


This Appeals to 
Graduates 


In most towns late May or early 
June is graduation time. It’s worth 
while to make a special effort to get 
graduation business, and a little pro- 
motion will bring worth while re- 
turns. 

One store has had very good suc- 
cess for several years with a picture 
offer. The store has an arrange- 
ment with a local photographer 
whereby a coupon is given with each 
purchase of shoes by a member of 
the graduation class. This coupon is 
good for a sitting, and one finished 
photograph at the local studio. 
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THE TRADE-MARK 





N JANUARY, 1929, Compo Shoe Machinery 
Corporation published notice and warning that 
no manufacturer had the right to use the word 
COMPO upon or in connection with shoes, shoe 
cement, shoe cement solvent or shoe machinery, 
excepting Compo Shoe Machinery Corporation 
and its patent and trade-mark licensees. 


Nothing has since happened to change the 
situation in the slightest degree, notwithstanding 
any inferences or statements to the contrary. 


Infringement suits will be instituted against any 
unauthorized users of the trade-mark COMPO. 


The products of Compo Shoe 
Machinery Corporation licensees have obtained 
national recognition and acceptance. In a period of 
general business depression, Compo Shoes have sold 
- more easily and more profitably for manufacturer 
and retailer. 





Compo Shoe Macuinery Corporation 


BOSTON NEW YORK ST. LOUIS 
150 CAUSEWAY ST. 565 FIFTH AVE. 1602 LOCUST ST. 
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IDEAS—WORTH USING 





Promotion Plans 


to Sell More Pairs in Summer 





How Can You Make 
May Big 

What can you do in May to keep 
up sales and have a big month? 
That’s a question that’s worth think- 
ing about. 

What events are there in May to 
be capitalized? First of all, there’s 
Mothers’ Day, Sunday, May 10. 
Every year this becomes more and 
more of a gift occasion, and stores 
that emphasize the gift idea have 
found it easy to get PLUS busi- 
ness just preceding Mothers’ Day. 
You can do this, too. 

Hosiery is, of course, the big 
Mothers’ Day item in the average 
store. It should be advertised vigor- 
ously for the week preceding Moth- 
ers’ Day and there should be a good 
window for at least the last three 
days of the week. Stores that have 
had most success in featuring 
Mothers’ Day hosiery have offered 
it in attractive gift boxes, or plain 
white boxes. If you can offer a 
made-up box of 2 pairs or 3 pairs, 
wrapped in tissue and ribbon, tied 
with a Mothers’ Day greeting card 
included, you'll find it a ready seller. 

Shoes and slippers can be featured 
to some extent for Mothers’ Day 
gifts, and, of course, hand bags, 
umbrellas and luggage if you carry 
these lines. 

The next big event is Men’s Sum- 
mer Weight Shoe Day, which is 
covered in another article in this 
section. Here’s an event that can 
be made as big as you want to make 
it. Stores that put pressure behind 
the Summer Weight idea cash in 
on it. 

Then, to close the month, comes 
Memorial Day, on Saturday the 31st. 
In States where this is a holiday, 
style footwear should be featured 
for the week in advance of the 
day. Since Memorial Day falls on 
Saturday it means a two-day holi- 
day, and many people planning short 
trips will be interested in new things 
to wear. 

Three special occasions such as 
the above provide all the opportunity 
for special sales promotion that any 
store could ask. Consider these days 
in making your May plans. 








Quality Footwear .. . A Matter of Pride 
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Here’s a Letter to Send 
Out in May 


What use will you make of your 
mailing list in May? It’s the month 
that just precedes the vacation sea- 
son. Summer is just around the cor- 
ner, and many women who bought 
shoes early in the season for Easter 
wear will need new footwear. They 
want to be sure that the new shoes 
they buy will be in tune with the 
summer style note, and a letter of 
this kind will appeal. 


Dear Madam: 

Summer is almost here. Soon you'll 
be planning for vacations and outdoor 
activities. And, of course, you'll need 
new footwear. 

You'll be glad to know that Sum- 
mer’s Approved Styles are here. De- 
signers have chosen the best of the 
new Spring ideas and refashioned them 
for Summer wear. 

You can choose any of the delightful 
new slippers, pumps or sports oxfords 
here with perfect assurance that they 
will be “right” all Summer long. 

Some of these new styles are in our 
windows, but there are many more in- 
side. Won't you drop in next time 
you're passing and let us show you? 

And now for the BEST news of 
all—prices are DECIDEDLY 
LOWER! Not in a décade have your 
dollars been able to purchase so much 
in footwear value! 

Very truly, 
YOUR NAME. 


If you send this letter, or one 
similar in trend, be sure and have a 
window that ties up with it. Late 
May is a good time to talk “Assured 
Summer Styles.” 





Here’s a Clever Little 
Stunt 


Last year we saw a very clever 
mailing card sent out by an Illinois 
store that makes quite a drive on 
Men’s Summer Weight business 
every year. Shortly after the Men’s 
Summer Weight Day had passed the 
town in which this store was lo- 
cated enjoyed some prematurely hot 
weather. 

On the very first day of this heat 
wave the store sent out mailing 
cards, printed in facsimile hand- 
writing which read: “We Told You 
It Would Get Hot! If You’re Wear- 
ing A Pair of Summer Weights 
You’re Comfortable! If You’re Not, 
Come In And Give Your Feet a 
Treat!” Then followed prices. 

The card had been prepared in 
advance so that it was all ready to 
drop in the mail box on the first hot 
day. People always look at an ad- 
vertisement printed in handwriting, 
and while this stunt required the 
making of a special cut of the hand- 
writing, it was not particularly ex- 
pensive. 


It’s Time for a Golf 
Shoe Drive 


In May special pressure and pro- 
motion should be put behind golf 
shoes. The season is just beginning 
and many players who fondly hoped 
to make last year’s shoes do through 
another season have discovered after 
the first round or two that they need 
new shoes. 

If you have a list of the members 
of the local club they are worth go- 
ing after, but nowadays golf is 
played so generally that you will 
be justified in some sort of a mail- 
ing to your entire list. 

We suggest you plan a Golf Shoe 
Week, featuring better-than-usual 
prices on your line, but no reduc- 
tions that will seriously impair your 
profits. A catchy letter, or mailing 
card should be sent out, featuring 
your special values. Some stores find 
it worth while to offer a box of tees 
to every one who brings in the card 
or letter. 
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Style No. 214-38—$3.85 
Five Eyelet White Elk Oxford; Black 


Tip and Saddle. 9%/8 Whi 
a In stock AAA, AA, A, 


Style 214-37: 


SOD odala 


These sport shoes 


sound values and real sale- 
ability at popular prices. 











represent 























Whole ‘Rubber 


B, and 


—$3.85 
Five Eyelet Ontord. Light cache 


Brown Calf Tip and Saddle. 


ey Rubber Heel. In stock, AAA, 


A, A, B, and C 





Style No. N1257 


—$3.35 
White Kip Five Eyelet Oxford; Black 


Calf Trim. Spring Heel. 
AA, A, B, and C. 


Style No. 7—$3.35 
White Kip Five Eyelet Tr 


N135) 
Heel. In stock AA, 






Quality Shoes 









* Every indication points 


to an ever increasing de- 
mand each season for 
sport footwear. As this 
season advances your 
trade in sport footwear 
will prove active and 
profitable if you concen- 
trate on these sport welts 


carried in 


stock 


in 


wanted sizes and widths. 





Style Vatgenets 
Light Seashe Meh Oxford ; i Cabin 
In stock Trim. 91/8 Whole Rubber Heel. In 
stock AA, A, B, and C 
Style No. 1692—$3.8 
att White Elk Sport Oxford; Binck Calf 
Fi In 


Trim. i. Whole Rubber Heel. 


stock AA, 


, B, and 











Style No. 250-37—$3.35 
Light Smoke Elk Five Feet Oxford; 
Brown Calf Trim. 9/8 Whole Rubber 
Heel. In fs Ae: A, B, and C. 


Style 
wm any Five Byatt Oxford; Black 
Calf Tr 9%4/8 Whole Rubber Heel. 
In Re MAA, A, B, and C. 





Style No. W211-38—$3.85 
White Elk Four Eyelet Oxford; White 
Lizard Trim. 9%/8 Whole "Rubber 
Heel. In stock AAA, AA, 


and C. 

Style No. W211-37—$3.85 
Light Smoke Elk Four pes Oxford; 
Brown Calf Trim. 94/8 Whole Rub- 
ber 7 In stock AAA, AA, A, B, 
and C. 





Style No. W212-36—$3.35 
Log Cabin Elk Oxford; Light Smoke 


Tongue. 4 Whole Rubber Heel. In 
stock AA, A, B, and C. 
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AULT-SHACKFORD 


AUBURN, ME. 
(Factory and In-stock Dept.) 


SHOE COMPANY 


ST. LOUIS, MO., 416 North 12th St. 


(In-stock Dept.) 
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NATIONAL NEWS 


SATURDAY, APRIL 23, 1931 


EVERY WEEK 





Make Plans for Tariff Hearing 


New England Shoe and Leather Association Favors Retention 
of Present Duties on Shoes If Leather Remains Unchanged 


Boston, Mass.—William J. Fallon 
of the W. J. Fallon Leather Co., was 
reelected president of the New En- 
gland Shoe and Leather Association at 
its annual meeting, held recently in this 
city. Other officers, also reelected, in- 
clude Charles H. Jones, of the Common- 
wealth Shoe & Leather Co., vice-presi- 
dent; Charles Ault, of the Ault-Wil- 
liamson Shoe Co., vice-president; Willis 
R. Fisher, of the C. Lawrence 
Leather Co., vice-president; Thomas F. 
Anderson, secretary-treasurer; Herbert 
F. French Co., official auditor. 

Three new directors were added: Ar- 
thur E. Adams of the Bristol Patent 
Leather Co.; Freeman M. Crosby, of 
the United States Leather Co., and 
Charles E. Moore, of the George E. 
Keith Co. Old directors, reelected to 
serve for another year, include: Everett 
Bradley of the Bradley-Goodrich Co., 
Inc.; Charles T. Cahill of the United 
Shoe Machinery Corporation; James 
M. Daly of Daly’s Golden Rule Shoe 
Co., Inc.; Carl F. Danner, American 
Hide & Leather Co.; Alfred W. Dono- 
van of E. T. Wright & Co., Inc.; Her- 
bert T. Drake of the W. L. Douglas 
Shoe Co.; Horace R. Drinkwater of 
Edwin Clapp & Son, Inc.; Harry E. 
Gardner, American Oak Leather Co.; 
L. H. Gilson, Barbour Welting Co.; 
Julius Hollander, Amalgamated Leath- 
er Companies, Inc.; Charles C. Hoyt 
of Boston; C. D. Kepner, C. D. Kepner 
Leather Co.; Julian T. Leonard, Leon- 
ard & Barrows, Inc.; J. C. Lilly, Lilly 
Leather Co.; Paul O. MacBride, Mil- 
ford Shoe Co.; J. Franklin McElwain, 
J. F. McElwain Co.; John F. Murphy, 
Ohio Leather Corporation; Everett T. 
Packard, Avon Sole Co.: Marmaduke 
P. Pearson, Armour Leather Co.; Burt 
W. Rankin, Hunt-Rankin Leather Co.; 
William C. Tobin, Endicott-Johnson 
Corporation; Harold S. Wonson, Com- 
monwealth Shoe & Leather Co. Mr. 
Fallon as president and Mr. Anderson 
as secretary-treasurer are ex-officio 
members of the directorate. 

An interesting discussion of the tariff 
on hides, leather and shoes, which was 
a feature of the meeting of directors 
preceding the annual meeting of the as- 
sociation, resulted in resolutions re- 
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Re-elected President 











WILLIAM J. FALLON 


Chosen to head New England Shoe and 
Leather Association. 


questing that Charles H. Jones, chair- 
man of the Tariff Committee, attend 
the meeting of the Tariff Commission, 
to be held in Washington on May 26, 
and that he exert his influence in urg- 
ing the retention of the present 20 per 
cent duty on shoes provided no change 
is made in the schedule of tariffs on 
leather. Cooperating with the New En- 
gland Shoe and Leather Association at 
this meeting will be representatives of 
the Lynn manufacturers. Cooperating 
with the representatives of the National 
Boot and Shoe Manufacturers’ Associa- 
tion will be representative manufactur- 
ers from Brockton and Haverhill. 

The meeting closed with a report 
on European conditions prepared by 
Charles D. Kepner of the C. D. Kepner 
Leather Co., and the adoption of reso- 
lutions conveying the gratitude of the 
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Committees for 
Pacific States 
Meeting in June 


PORTLAND, ORE.—The fourth annual 
convention of the Pacific Northwest 
Shoe Retailers Association will be held 
in Portland on June 15, 16 and 17. 

Will H. Harbke, president of the as- 
sociation, has appointed the following 
committees : 

Finance Committee—Will A. Knight, 
Harry F. Goldstein and Ward B. Hazel- 
ton. 

Program Committee—James A. Law- 
rence, Thurman E. Curry and Charles 
T. Jones. 

Automobile Committee—Steve Wo- 
chos, George L. Greenfield, John W. 
Adams and H. S. Waters. 

Publicity Committee—D. H. McAllis- 
ter, Ray Kimble and Will A. Knight. 

Reception Committee—Ward B. Ha- 
zelton, John A. Simpson and C. E. 
Hyde. 

Entertainment Committee—E. A. 
Hupp, George Geist and H. A. Thomas. 

Registration Committee — Chester 
Green, Sam Swirsky and I. I. Stewart. 

Golf Committee— Harry F. Gold- 
stein, J. L. Straight and Willis Har- 
greaves. 

Advisory Committee— Chester E. 
Smith, Eugene, Ore.; James I. Mar- 
latt, Aberdeen, Wash.; Arthur Schu- 
lein, Spokane, Wash.; W. C. Backe- 
berg, Longview, Wash.; B. W. Burnett, 
Boise, Idaho; Everett Nordstrom, Se- 
attle; Fred Gamer, Butte, Mont.; E. F. 
Hill, Tacoma, Wash.; Harry Perkins, 
Seattle; Clell Smithers, Helena, Mont.; 
W. Berle Adams, Aberdeen, Wash.; 
Don McDonald, Tacoma; George Tur- 
rell, Seattle; Joseph P. Kohls, Yakima, 
Wash.; David M. Graham, Eugene, 
Ore.; V. V. Pessemier, Tacoma; Lloyd 
Hil!, Spokane, Wash.; Roger Manning, 
Everett, Wash.; I. A. McDowell, Al- 
bany, Ore., and Sam Rathman, Bel- 
lingham, Wash. 

Secretary Edward A. McLean ad- 
vises that the revue will be fashioned 
after that of the National Shoe Retail- 
ers Association. The event promises to 
be heavily attended by a record at- 
tendance of delegates from key points 
on the Pacific Coast, and also repre- 
sentatives of the industry from eastern 
centers. An educational program of 
practical interest to merchants is being 
planned. 








Beautiful New Hanan Store 

in Los Angeles 

Los ANGELES (UTPS)—Another new 
store has opened on Seventh Street, the 
city’s most fashionable downtown shop- 
ping thoroughfare, one which presents 
more window display facilities, per- 
haps, than any other shoe store in 
Los Angeles. It is Hanan & Sons, oc- 
cupying a corner location at Olive and 
Seventh Streets in the L. A. Athletic 
Club Building, next door to the newly 
opened Donovan & Seamans jewelry 
shop. The store itself is ag 3a 

Designed by Russell Collins, Los An- 
geles architect, the exterior and inte- 
rior show considerable use of cast 
bronze, especially for trimming detail. 
The entire Olive Street side consists 
of a series of six shallow show windows 
offering approximately 140 feet of dis- 
play space. These supplement the deep 
display windows at the main entrance 
on Seventh Street which leads onto 
the women’s section. The entrance to 
the men’s department, on the other 
hand, is from Olive Street. Accessories, 
including socks and ties, are offered in 
addition to staples. 

A decorative color scheme that may 
be classed as “blonde” is carried 
throughout the store, in the wood, ceil- 
ing, decorations and furnishings. In- 
laid panels of bleached walnut in a 
square pattern form the background 
for the shelves, columns. balcony parti- 
tions and cases, while the ceiling, with 
a gold leaf border, is further embel- 
lished by a floral theme in contempo- 
rary design of gold and silver leaf. 
The carpet is an Admiralty blue. 
Chairs with soft backs and seats and 
stools are upholstered in rose beige 
tapestried fabric harmonizing with the 
fixtures. 

In the men’s section, the chairs differ 
from those in the adjoining section in 
that they boast of oval backs, but have 
the same easy chair comfort. Ceiling 
luminaries are of the pendant type, 
“double deck” etched glass discs of two 
different sizes with bronze suspension 
rods. Wall lights provide further il- 
lumination. These also are of etched 
glass with bronze brackets. Bronze 
also is used for the upper portion of 
the shelf ladders, the lower sections be- 
ing of the same wood as the interior 
fixtures, At the right of the front en- 
trance is the women’s hosiery section, 
stock being carried in glassed-off com- 
partments. Above these is a built-in 
wall display case. Shoe stock is car- 
ried on open shelves. J. J. Chevers is 
manager for the new Los Angeles 
Hanan & Sons store, while H. A. Bal- 
lantyne is Pacific Coast district man- 
ager for that concern. Another store 
is operated by this company in Los 
Angeles, located on South Broadway. 


Madison J. Beach Resigns 


New York.—On April 1. Madison J. 
Beach resigned as vice-president of the 
United States Leather Company and 
president of the Elk Tanning Company. 
Mr. Beach has been associated with 
these companies since their organization 
in 1893. 





Feature Resort Shoes 


MIAMI BeACcH, FLA. (UTPS)—J. & 
J. Satel of New York are showing 
resort footwear at their newly opened 
shop, 1013 Lincoln Road. 























Sport oxford; genume 
white buckskin patent 
leather trim oxford, with 

i Cuban heel. AAA 














sand kid with contrast- 

ng kid trim—center buckle 
strap model, hi spike heel 
leony model in Baby Lows 
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Style for Little Ladies 


Sport sandals—an entirely new type of 
port wear—white 


















Just Two Doors from Pickwick Club 





A pleasing layout which serves to focus 
attention effectively on the shoes as well 
as the price. 








Talks on Juvenile Foot 
Protection 


MIAMI, FLta.—Protection of children’s 
feet from the dangers which threaten 
them will furnish the material for a 
series of talks now being prepared by 
Bob Gallagher, manager ‘of the Lor- 
raine Children’s Bootery, before Parent- 
Teacher associations of Greater Miami, 
in the near future. The subject of Mr. 
— talks will be “Protect Tiny 

eet.” 

“The most difficult feet to fit are the 
ones of boys and girls who are just 
growing into manhood and womanhood,” 
says Mr. Gallagher. “Young girls want 
to wear high heels long before they 
should, and fitting the boy between 11 
and 14 is a matter requiring consider- 
able care. The difficulty is to keep him 
from appearing to be ‘all feet.’” 

The Lorraine Children’s Bootery, 23 
Lorraine arcade, has recently added a 
line of big boys’ shoes through size 6. 





Leases New Store 


BRIDGEPORT, CONN. (UTPS)—Saul I. 
Smith, proprietor of Smith’s Boot Shop, 
1324 Main Street, has leased a more 
central store at 1192 Main Street, and 
will occupy it in the near future, vacat- 
ing his present location. 
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Miami Merchant Finds Men 
More Style Conscious 


MiaMI, Fia. (UTPS)—The demand 
for dark shoes which has surpri 
shoemen in Miami during the last few 
months has ceased. Cowen-Nankin 
Shoe Stores, Inc., report that there is 
no call for them at the present time. 
White and light colors are popular, and 
the beautiful embroidered and cro- 
cheted styles are in demand. Heels are 
decidedly lower on all types of foot- 
wear. On the better grade of shoes the 
style is more conservative than it has 
been for some little time; there is more 
call for the tailored effect. In the 
cheaper shoes the more ornate types 
are being shown. 

In men’s shoes sports models con- 
tinue to hold first place. A combina- 
tion of tan and white is called for in 
the better grades, while black and 
white is called for in the less expensive 
lines. Narrow toes are being worn in- 
stead of the square block popular for 
some time past. 

And here is an interesting comment 
from the men’s shoe department of this 
store: Men are paying far more atten- 
tion to their shoes than ever before. 
They are attempting to dress their 
feet appropriately. They are style con- 
scious and style wise to a surprising 
degree. They demand something new, 
something right up-to-the-minute in 
fashion note. It used to be that a man 
would ask for a pair of shoes to be 
worn for this or that occasion; now he 
knows what he wants for each partic- 
ular occasion and is becoming as par- 
ticular in the selection of the proper 
type shoe as is a woman. This is some- 
thing that will have to be reckoned 
with in the future. 


Economy Shoe Co. Expanding 


LYNN, Mass.—Economy Shoe Co. is 
taking more space at 587 Washington 
Street and is putting in additional 
equipment to increase its production to 
50 cases daily of novelty McKays. 
“Cy” Kunian, who sells the production, 
and supervises the production, also de- 
signs the styles. After the changes are 
completed, the factory will start up 
briskly on whites and fabrics for sum- 
mer. 








Fabric Firms Merge 


Boston, Mass.—The Stedfast Rub- 
ber Company, Inc., of Boston, has taken 
over the Clifton Manufacturing Co., 
also of this city, well: known makers of 
gem duck and backing cloth, in which 
lines they have specialized for fifty 
years. In addition to the Clifton plant, 
the Stedfast company now operates 
plants in Mattapan (Boston), North 
Easton Mass., and Granby, Quebec., 
manufacturing shoe fabrics under the 
names of Kafsted, Suedsted and 
Stafast. 


Open Shoe Department 


BALTIMORE, Mp.—Another retail out- 
let for women’s footwear in Baltimore, 
Md., is that of Rosenstadt Bros., trad- 
ing as the New York Silk Stores, 112 
West Lexington Street, who have 
opened for the first time a footwear 
department. A wide range of models, 
leathers and styles are being offered in 
the popular price field. 
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R. FRANK HECHT’S cable from Paris is 

convincing evidence that reptiles for fall will 
be stronger than ever! Python, lizard, watersnake—they’ll 
all be good—and they'll be best if they’re Alpina! 

Alpina reptile leathers today—are exactly the same in quality—as 
the Alpina leathers that swept the style-world off its feet five years ago! 
Alpina raw skins are still the pick of the crop—selected by experts. Alpina 

is still aniline-dyed to give permanence to the brilliant beauty—still tanned by a 
secret Alpina process—is not now, and never has been, stretched to fool you on width 
—and every inch of Alpina is still imported. 

Right now you can merchandise the seasonable Alpina watersnake colors 199 and 1931. 
They blend beautifully with the spring and summer costume shades—blues, whites, 
pinks, yellows, etc. 


After July—begin your fall season with the new Alpina colors. 


Swatches of the new fall shades will soon be ready. Write and we'll get them to you as 
quickly as possible. F. Hecht & Co., Inc., 44 E. 32nd St., N. Y. Sole American dis- 
tributor of Alpina Genuine Reptile Leather and Boroso Genuine Sea Leathers 


eA EB PEN A 
GENUINE REPTILE LEATHERS 
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WHERE TO BUY 
Men’s Shoes 





ror MEN 
().. A. PACKARD CO., Makers (P) 
BROCKTON 


NETTLETON 
Shoes of Worth 
A. E. NETTLETON CO. 


H. W. COOK, President 





Syracuse, N. Y., U. S. A. 
MEN’S FINE SHOES EXCLUSIVELY 








Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 

SHOES 


Brockton, Mass. 











Richards & Brennan Co. Randolph, Mass. 











RADE ONLY” 


iT WEYMOUTH. MASS. U.S.A. 





15 stvies§ 


In Stock Service RETAIL 


’ EM.HOYT SHOE CO. i 
ome 5"6. Manchester,NH. | 








“A MAN’S DECISION” 


THE 


Boston—183 Essex Street 
N. Y.—915-917 Marbridge Bldg. 


ho 


Vai 

















To Direct Sales Plans 








EDWARD W. KALTENBACH 


St. Louis—Harry G. Johansen, vice- 
president of the Johansen Bros. Shoe 
Company, St. Louis, Missouri, has an- 
nounced the appointment of Edward 
W. Kaltenbach as assistant manager of 
sales, which duties he officially assumed 
on April 1. 

Mr. Kaltenbach will have under his 
supervision a new sales planning de- 
partment that has been inaugurated 
and he will be constantly in touch with 
their twenty sales representatives who 
are also representing the Barnes Shoe 
Company, a subsidiary unit, in which 
plant they are making their famous 
Jobo shoes. 

This announcement will no doubt be 
of interest to those who have been ac- 
quainted with Mr. Kaltenbach during 
his many years of association with the 
Johansen Bros. Shoe Company. In his 
new capacity, Mr. Kaltenbach feels 
that he will be in a better position than 
ever to serve their needs. 


Increase Production at New 
Factory 


CHILLICOTHE, OHIO (UTPS)—Offi- 
cials of the Stern-Auer Shoe Company 
here announce that the output of the 
factory has now reached 1000 pairs 
daily. The plant is a new one, having 
been opened last summer after the 
Chillicothe Chamber of Commerce 
erected the plant. Steps will be taken 
to still further increase the daily pro- 
duction to 1800 pairs. Additional ma- 
chinery will be installed. 


Wohl Co. Leases Buffalo 


Department 


BUFFALO, N. Y.—The Wohl Co., of 
St. Louis, Mo., has leased the women’s 
footwear department on the street floor 
of Given’s, Inc., retail women’s ready- 
to-wear, 454 Main Street, it was an- 
nounced by Isaac S. Given, president 
of the company. Mr. Given recently 
purchased the store from the receiver 
for Miller’s, Inc., a Schulte-United mer- 
chandising enterprise of New York. 
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Good Repeat Business 
in Philadelphia 


PHILADELPHIA — Although various 
Philadelphia industries have either 
closed down entirely or are working 
with a skeleton crew, the shoe industry 
is showing improvement, according to 
manufacturers here. 

Herman Meyer, of Croxton-Wood 
Co., summed up the feeling expressed 
. by his firm in his first three words. 

“We are satisfied,” said Mr. Meyer, 
“with the showing our spring line 
made, and with the repeat orders com- 
ing in our plant is keeping busy. Of 
course, we are working hard to get 
our new fall styles into shape.” 

He lists as their best spring seller 
pumps, either patent leather, blue, 
black or brown kid. 

Michael Goldenberg, of the Brooks 
Shoe Mfg. Co., states that their plant 
is running full force. 

“Due to our type of merchandise,” 
says Mr. Goldenberg, “we have not 
been affected by the countrywide de- 
pression.. We have pushed our pat- 
ented brands fairly hard this spring, 
and by use of our merchandising dis- 
play cards, featuring such models as 
the ‘Mickey Cochran,’ ‘Lefty O’Doul’ 
and other name-plated models, our 
dealers have put across a good spring 
business. We are very optimistic and 
are looking forward to one of the larg- 
est fall seasons in our history.” 


Opens Three New Stores in 
Cleveland 


CLEVELAND—Three new shoe stores 
opened for business last week complet- 
ing a chain of five Kinney Shoe stores 
in this city and suburbs. Locations for 
the new stores were chosen in the most 
active outlying business districts of 
greater Cleveland, including the East 
105th Euclid Avenue district; Lorain- 
West 117th Street district, and the 
Warren Road-Detroit district of Lake- 
wood. 

The company has appointed H. S. 
Leedy as manager of the Euclid-East 
105th store with Charles McClure as 
manager of the Lorain-West 117th 
Street store and R. Copeland at the 
Warren-Detroit store. Leedy was form- 
erly assistant manager of one of the 
company stores at Wilkesbarre, Pa., 
while Copeland was at the Kinney store 
in Piqua, Ohio. 


Jake Wormser Dies . 


CuHIcAGo—Jake Wormser died Thurs- 
day, April 16, in Terre Haute, Ind., 
where he had made his home during the 
last three years. Burial was in Chi- 
cago on Monday, April 20. Jake was 
65 years of age and his last connection 
selling shoes was with the O’Donnell 
Shoe Company of St. Paul. He had a 
wide circle of friends who knew him 
for his kindly, friendly manner and 
who will learn with regret of his pass- 
ing. 


Irving Drew New York Office 
Moved 

NEw YorRK—The New York office of 

The Irving Drew Co. has been moved 


from 1507 Bush Terminal Sales Build- 
ing to Room 426 Marbridge Building, 





Broadway and Thirty-fourth Street. 
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There is NO substitute 
for Keds 


if you are thinking 


in terms of profits! 


The new dealer sales and ad- 
vertising manual. 


A miniature reproduction of 
the new De Luxe Display. 


Cree 


HANDBOOK 


RTS« GAMES 


‘1931 


The newer and better Hand- 
book of Sports and Games. 


Three Keds Window Strips 
for the Keds selling season. 





? 


Here’s why: 


Keds are the best known play 


shoe in the world and behind Keds is the biggest advertising and 


merchandising campaign behind any line of footwear. 


Consider 


this program: 


United States 


1. Comic sheet advertising in leading publications. Millions of messages on Keds 
delivered to the eyes of youngsters and their parents in an interesting and colorful 
campaign. Have you ever seen a youngster who would resist the Sunday “funnies”? 


2. Keds advertising in leading boys and girls publications: millions of impressions of 
Keds excellence will be presented to this great audience in their own magazines! 


3. Keds Radio! Dealers everywhere have wanted it and here it is—the tremendous 
audience of the air will hear the story of Keds in an interesting program at a decidedly 
popular broadcast period. 


4. Keds Saturday Evening Post advertising. This great national medium will again 
carry Keds advertising in a truly representative and interesting copy appeal to young- 
sters and grown ups. 


5. The Keds Wire Haired Fox Terrier Contest. 
wide contest will bring the youngsters into your store to ask about Keds. 
be a powerful Keds sales aid and for 1931 it will be bigger and more powerful than 
ever before. 


Again for 1931 this Keds  nation- 
Again it will 


Be sure to include it in your sales plans for this year. 


6. Keds Local Contests. Three of them, new, for 1931. Tested in the field, proven 
sales and profit builders these contests are built to interest youngsters to bring them 
into the Keds dealer store and establish your store as Keds headquarters. 


7. Keds Window Displays—The DeLuxe Display and the “Gang” are back again in 
the Keds Sales Plans by popular demand from dealers all over the country and for 
1931 they are the best we have ever produced. 


8. Keds Dealer Helps—lots of them and each and every piece planned to make your 
Keds selling job simpler and more effective. Again for 1931 the Keds Handbook of 
Sports and games occupies a prominent place, together with the new 1931 Keds Window 
Strips and the Keds advertising and electro service. 


9. Keds souvenirs for 1931. Economical and effective helps. The kind youngsters 


want. Each souvenir sells your store and sells Keds. 


10. The resources and service facilities of the 


weep 
}) Rubber Company 





THERE IS NO SUBSTITUTE FOR KEDS IF YOU ARE THINKING IN TERMS OF PROFITS. 
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Dt es ee 


WHERE TO BUY 


Men’s @ Women’s 
Slippers 








High Grade Mules 
and D’Orsays 


Catalogue sent on 
request 


Paristyle Footwear Mfg. Co., Inc. 
Seleertiew York City 





Factory and 
153-159 West 27th St. 


Turns 
Pree, $2. ‘0 or 


IN STOCK 
No. 1434—Tan Ss 
Kid Everett ‘ 
C-D-E, $2.60 














No. 1435—Tan 
Kid Opera 
C-D-E, $2.60 

















W. 8. CHASE & SONS 
HAVERHILL, MASS. 
FINE SLIPPERS 
- Men and BOYS 








No. 2100 


rs 
Chicago, Illinois. 


> 
> 
> 
> 
, 
; 








OF 6 EE OF Ee 


WHERE TO BUY 


Barefoot Sandals 


Oe 6 6 PO 





WOODEN 
BAREFOOT 
SANDALS 


Priced from 
$10.50 to $21.50 
doz. 








Carried in stock in a A omy of styles, 
colors and in different heights o’ Amen 
One dozen of assorted 
enough to sell. from, will be chipped 
to you on ten days’ approval. 
GOLD SEAL SHOE 
722 Broadway New York City 























Abundance of Styles, Effectively Shown 








Novel arrangement and unusual lighting explain in part the appeal of this shoe window 
by Harzfeld’s, Kansas City 





KANSAS CITY, Mo.—One of the most 
effective display windows for shoes 
seen recently in this part of the coun- 
try was set up at Harzfeld’s, having 
been designed by Harry Garfinkel, man- 
ager of the store’s display department. 

The window is of semi-permanent 
mat work, wrought in soft pastels, 
high-lighted with mother-of-pearl and 
following the trend of modernistic art 
in its design. The shoe window a per- 
fect'y balanced unit within itself, was 
the center motif and balancing pivot 
for the entire display theme, consisting 
of two sets of two windows each, along 
Petticoat Lane, the thoroughfare of the 
women’s shopping district. 

Building from the center out, the 
background of the rear wall of the dis- 
play window was perfectly balanced, 
forming a semicircle in the middle, two 
straight panels on either side and quar- 
ter circles on the outer edges. The con- 
vex center column was broken by a V- 
shaped niche of pastel green, with three 
silver bars of irregular lengths crossed 
by horizontal bars in gate-like fashion, 
guarding, as it were, the entrance to 
the niche. The niche was lighted from 
the inside and the bulbs were hidden, 
the niche serving only as a decorative 
motif. 

A platform two feet high covered 
half the floor surface, following the 
outline of the background. This broke 
up the customary flat floor surface that 
is usually the depth of the window and 
gives added space for the display of 
shoes. 

The rear wall was a series of shelf- 
like platforms, carrying out the theme 
of the window, the first two broken by 
the intervention of the center niche, 
the two topmost shelves continuous 
across the back wall. To employ the 
background of a display window in such 
an artistic manner for display purposes 
is most unusual and advantageous, ac- 
cording to Jay Jaffey, buyer for the 
shoe department, who is very enthusi- 
astic about the new unit of disp'ay for 
footwear. One can readily see that by 
shelving the rear wall in such a man- 
ner, a vast amount of display space is 
added, Mr. Jaffey said. The shelves are 


so designed, in box fashion, as to give | lar 
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individual attention to each of the nu- 
merous pairs of shoes shown. 

The top shelves are used to display 
evening slippers, and the effect is most 
advantageous. By their high position 
they attract the most attention, and are 
set off effectively by the reflected glow 
of the lighted niche. There are four 
shelf-like projections on either side wall 
which give still additional display units. 
The shelves are small and only one pair 
of shoes is placed on each. Cubical dis- 
play blocks are used on either side of 
the foreground, where both bags and 
shoes may be displayed advantageous- 
ly. The whole is an abstract confusion 
of pastels, a befitting background for 
spring and summer promotional dis- 
plays. 

The shoe window is probably the most 
important unit in the entire display 
theme, Mr. Jaffey said, in that it 
achieves perfect balance for the set. 


Reptilian Leathers Stand Out 
in Columbus 


CoLuMBUS, OHIO — Reptilian leath- 
ers, principally watersnake and lizard, 
are the outstanding leathers in wo- 
men’s footwear for the spring season. 
Shoe sections of department stores 
and exclusive shoe stores are featur- 
ing reptiles to a large extent. Other 
shoes being high-lighted are combina- 
tions of watersnake and black or 
brown calf and combinations of snake 
and brown kid. Brown and black kid 
shoes with reptile trimming are also 
being sponsored by leading stores. The 
combinations are made in unique styles 
and include set-in pieces at the side, 
on the heel and on the toe. Outstand- 
ing combinations of calf and water- 
snake are gray snake with black calf 
and tan snake with brown calf. 

Moires and silks, mostlv in blacks, 
are also selling well at local stores. In 
colored kids, gray, biege and blue are 
good and showings of green are also 
noted. Blue is expected to be an ex- 
ceedingly good color because of the 
blue frock season. 

Ties in shoes with low heels and 
pumps in high-heeled types are popu- 
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= Smith Smart Shoes for Women 


Styling that wins the elusive favor of discriminating 
women is a characteristic of all Smith Smart Shoes 





For Spectator 


Sportswear "Styles 31 and 32 


‘i boast a rare ate 
x on e “y ‘ = traction, a really 
ite Buc beautiful leather 
Black Calf Trim “Tah heel... 16/8 Sty 
egie So line model 
Style 32 a. a 
White Buck = i. 
Tan Russia Trim °c SIZES 


\ AAA . 5% to9 
Nymph Last a | 


$6.25 Band C 3%to9 





THE J. P. SMITH SHOE COMPANY 
Sangamon and Huron Streets, Chicago 
1051 Marbridge Building, New York 
Smith Smart Shoes for Men and Women + Dr. A. Reed Cushion Shoes for Men 


























a In the Very Center of New York | 


= One block from Penn Station, subway station 

and railroad terminals by direct private en- 
trance; in the heart of New York’s retail = 
and wholesale centers—an ideally located 
& hotel no matter what mission brings you 
=\ to New York. 1931’s newrates make the 
Martinique New York’s best hotel value. 


Room with 50 to 50 PER 
use of Bath DAY 


.50 PER 


AY SSS 
————— ed 















tn 





IN STOCK! 


WOMEN’S MEN’S 


$Q00 $950 


pair pair 
and up and up 





We have, in stock, for immediate 
delivery the Largest Selection of 
Imported and Domestic Riding 
Boots for Men, Women and 
Children. 


Write for Complete Catalog B-88 
Colt-Cromwell Co., Inc. 


EST. 1899 


1239 Broadway, N. Y C. 


Also In Stock at 
424 So. Broadway 
Los Angeles 
Calif. 
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WHERE TO BUY 
Fine Sport Shoes 


OE 6 6 OP Pe 


“A Mile Away—You Know Them” 


Sun Chasers fe 






SAN RIANO 
Beige Florentine Linen bright- 


ly striped* saddle and tip. 


Crepe sole. 
Children’s, Misses’, Women’s. 


Interesting catalog of this and 
many other styles on request. 














SUNRAY 
SANDALS 


Retail at 
$2.95 per pair 


never shown before. 


Made in a variety of 
Very good for all kinds Wa outdoor sport and sum- 


mer weer 

Display them in your store and make extra 
Drofits. 

One dozen pair assorted styles, sizes and 
colors, enough to sett from, will be shipped on 
ten days’ approval to convince you of the selling 
possibilities of these shoe: 
GOL SHOE 


D SEAL 
722 BROADWAY NEW YORK CITY 














WHERE TO BUY 
Children’s Footwear 


4! 











Children’s Fine » Goodyear Welt Shoes 


THE GILBERT = co. 
THIENSVILLE, 8. 














MRS. DAY’S IDEAL BABY 
SHOE CO. 


Soft Soles — Inter- 
mediates. Hard 
Soles— infancy to 
four years! 


Danvers, Mass. 





















CHILDRENS 
FOOTWEAR 


IN STOCK 
m= Builds repeat bsness 4 Sy 
occasins 
(cH. BASS & CO. _Il_ Main St, WILTON, MAINE j 





Free Style Booklet on Request 














Chairman of Tanners 














WILLIAM H. BARRETT 





Tanners’ Council to Hold 
Spring Meeting 

New YorK—The spring meeting of 
the Tanners’ Council of America will 
take place at the Hotel Roosevelt in 
New York on Wednesday, April 29, 
on the day following the Official Open- 
ing of American Leathers. New York 
was chosen so as to take advantage of 
the presence of a number of members 
of the tanning industry who would be 
attending the sessions of the Joint 
Styles Conference and the Official 
Opening of American Leathers. 

On Tuesday, April 28, at 10 a. m. the 
National Bureau of Standards of the 
U. S. Department of Commerce will 
have a general conference to establish 
standards of selling weights for bag, 
case and strap leather. 

The regular group meeting of the 
Bag, Case and Strap Leather Division 
of the Tanners’ Council will be held at 
1 p. m. on the same day at the Hotel 
Roosevelt. This meeting is being held 
on the day precedine the regular spring 
meeting in order to give members of 
this group an opportunity to attend 
other group meetings of the Council. 

A meeting of the recently formed 
American Sole and Belting Leather 
Exchange is also scheduled for the af- 
ternoon of Tuesday, April 28. 

The board of directors of the Tan- 
ners’ Council will meet at dinner on 
Tuesday, April 28. 

The Spring Meeting proper opens at 
10 a. m., Wednesday, April 29, and will 
be presided over by William H. Bar- 
rett, chairman of the board of direc- 
tors. The opening session will be a 
membership meeting in order to give 
tanners an opportunity to discuss inti- 
mately several problems in which they 
are interested. 

The luncheon, scheduled for 1 p. m., 
is open to members of the allied trades, 
and a cordial invitation is extended to 
them to be present at this luncheon 
meeting. The principal speaker will be 
Clark McKercher, attorney for the 
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American Sole and Belting Leather 
Exchange. The subject of Mr. McKer- 
cher’s address will be announced later. 
Wednesday afternoon, following the 
adjournment of the luncheon meeting 
will be devoted to meetings of the va- 
rious groups of the Tanners’ Council. 





Occupies Larger Store 


New YorK —Charles Weisel, for- 
merly of 1421 Ogden Avenue, has 
moved into larger quarters at 1417 Og- 
den Avenue, carrying a full line of 
high grade hosiery and women’s, men’s 
and children’s shoes. Mr. Weisel was 
formerly with Franklin Simon & Co. 
He is an experienced shoe man, and 
since engaging in business for himself 
his trade has shown a steady increase, 
necessitating a larger store. 





French Store Moves 


SAN FRANCISCO, CAL.—Following the 
precedent of other shoe store chains, 
Feltman & Curme Shoe Stores, with 
three men’s shoe shops in San Fran- 
cisco and one in Oakland, on April 11, 
Saturday, held a “one dollar off” sale, 
selling its $5 shoes for $4, ‘and its $4 
shoes for $3. The surprising number 
of sales at the various Feltman & 
Curme stores indicated that the public 
has developed an abnormally keen 
sense of “hunting for bargains.” 

The R. A. French Shoe Company has 
moved from 2611 Mission Street to 
larger quarters at 2623 Mission Street, 
San Francisco. 

Joseph Shyer, for four years past 
manager of Mandel’s, 319 Geary Street, 
San Francisco, is now manager at the 
Fashion Bootery, 1325 Washington 
Street, Oakland. 


David Wolk Acquires 
Two Stores 


BUFFALO, N. Y.—Federal Judge Si- 
mon L. Adler has confirmed the sale 
of the two retail footwear stores of R. 
Robert Meyer at 282 North Street, 
Rochester, and 17 South Main Street, 
Fairport, to David Wolk for $3,750. 
The assets, including merchandise stock 
and fixtures, were appraised at $4,925 
so that the high bid received by Harry 
C. Nobles, bankruptcy receiver for the 
estate, was 76.2 per cent of the inven- 
tory. The business will be continued 
by Mr. Wolk. 








Inventories Reduced 


CINCINNATI — Griess - Pfleger Tan- 
ning Company’s consolidated statement 
for year ending Dec. 31 shows a net 
loss after interest and bond discount 
of $1,384,394. Loss for the year pre- 
vious was $1,012,801. Current assets 
are listed at $3,136,379; current liabili- 
ties at $774,387. Total assets at $8,- 
871,597. Inventories declined from $4,- 
279,993 in 1929, to $2,112,754 in 1930. 


Punched Oxfords Featured 


BosTton—A new oxford is described 
as “the shoe of 100 punches,” for each 
shoe of a pair of oxfords has that num- 
ber of holes punched in it, if not more. 
The vamps and quarters are of morocco 
ealf in black or brown, and the vamp 
is made in panels, these panels being 
stitched together in the tailored seam 
style. Each panel has its perforated 








design punched into it. 
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XTRA SALES 


THAT COME IN PLAYTIME 


UICK, easy sales — the kind that make profits bound 

upward, are yours when you are prepared to meet the 

footwear needs of folks who go places and do things. 
This vast multitude of potential prospects — there’s at least 
one in every iamily — represents a tremendous sport shoe 
market — a market that means extra sales and extra profits 
without extra overhead. 










But, mind you, mighty few of these buyers, who seek 
recreation in the great out-of-doors, will be satisfied with 
just any old pair of shoes, they want shoes designed and built 
to their individual needs, therefore the swing to “SERVUS” 
will be more definitely expressed this year than ever before. 









SPORT SHOES 
BUILT BY 








Eleanor Tennant 


Tennis Shoe 


A new creation designed by 

Eleanor Tennant a 

for tennis play.. Is made wit 

white unbleached duck up- 

per. Has white corrugated 

toe o~ and double blue and 
° 





The “Diamond” 


A wonderful general purpose athletic shoe with 
heavy drill backed upper, wide saddle straps — 
heavy toe cap — ribbed toe guard and non-slip 
sole. Comes with upper of black and 
white, brown and white, or all white 

































in sizes for Men, Boys, Youths an ee ” white foxing and trim. Made 

Little Gents. The “Runfast light weight with white com- 
One of the outstanding numbers of the sea- pound crepe sole. Sizes for 
son. A classy appearing, medium priced women, men and boys. 


shoe that will win trade against any compe- 

tition. Made with upper of suntan duck 

with Indian Head imprint or white duck 

with Cowboy imprint. Brown cut-out sole, 

brown trim and rib-type suntan toe guard. 

Sizes for Men, Boys, Youths and Little 
ents, 








ee ” 
The Ser-Square 
A 1931 “SERVUS” Creation which is destined to 
be one of the biggest sellers of the year. Made 
with white, brown, or suntan duck 
upper, black toe cap and toe guard, 
and heavy tan cut-out sole. Sizes for, 
Men, Boys, Youths, Little Gents 
and Women. 











Write today for these two new “SERVUS” Merchandising Books — just 
off the press, learn more about “The most colorful Sport Shoe Line in 
America” and get full details regarding the great “SERVUS” Line of 
Protective Rubber Footwear. 


SERVUS RUBBER COMPANY 
Manufacturers of Canvas Rubber-soled and Waterproof Footwear 
ROCK ISLAND, ILLINOIS, U.S. A. 
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WHERE TO BUY 


Dancing Sandals 








GRECIAN 
DANCING *K 


* KENDALL’S 


For Aesthetic 
Dancing 


IN STOCK 


IN GREY AND 
FAWN. 














A SIDELINE 
MONEY 
MAKER 


Song, 1A Ounter 








* KENDALL SHOE COMPANY 4 
—_—_—____HAVERHILE, MASS. 


HAVERHIL 


~~. 


WHERE TO BUY 
Ballet Slippers 











Sumith 
SALLETS 

Rights and Lefts 
meg = 


Wom. 
$1.50 i as si ry 
1.35 1.25 


SUMNER 
In Stock UMNE! 
825 West Monroe Ill. 



















BALLET SLIPPERS — IN STOCK 


of the unusual kind 
Bi02 Bik. Kid Hand Tura 


Soft Toe 
Child’s 6 to 11—$1.35 
Misses 11% to2— 1.40 
Women’s 2% _" 1.46 


Also Hard 
SOHWARTZ & HERDER, Inc. 


a4i°No. 1ith St, Philadelphia, Pa. 












In Stock Black Kid 
Ballet Right and Left 
Last 
Ladies’ $1.25 pair 
Misses’ $1.20 pair 
Child’s $1.15 pair 
BLOG SHOE CO., INC, 
147 Duane Street 
New York City 

















WHERE TO BUY 


Shoe Forms 


for Shoes and Hosiery 





Shoe Form Co.,Ine., Auburn, N. Y. 











Shows Styles in Series 














SUVA CLOTH 


the thrill 
of the shoe season 


Faraway Fiji has given us an openwork 
crochet-like fabric that in combination with 
leather makes the coolest and smartest 
spring shoe there is. In black, with black 
patent leather .. . in white, with black, blue, 
beige, brown, or white kid... in all-blue, 
all-beige, all-brown. Just one mote ot 
Bergdorf Goodman's shoe successes...$18. 


‘SECOND FLOOR 


BERGDORt 
GCODMAN 


THE PLAZA 


One of a series of effective newspaper ad- 
vertisements by Bergdorf Goodman, New 
York, each of which features a single shoe 
and explains its place in the style picture. 








Business Revival Under Way, 
Says Burgstahler 


Cuicaco— ‘A business revival is 
under way throughout the country and 
will continue with steady advancement 
until normal conditions have been re- 
stored,” says Carl Burgstahler, head 
buyer for F. E. Foster & Co. 

“We had a very gratifying Easter 
business,” he went on. “Especially 
significant is the sale of higher priced 
shoes around the $23.50 mark.” 

Mr. Burgstahler is of the opinion 
that brown will play a most important 
part this spring. His opinion in this 
respect is backed up by some beautiful 
shoes that Foster’s now have on dis- 
play. The color is seal brown and 
many bags are included, to match. 

In checking up for March, this firm 
finds that while their sales totals are 
slightly lower than the same period 
last year, their unit sales are con- 
siderably greater. Which only proves 
again, that people are buying more 
than last year, but because of reduced 
prices generally, sales volumes are not 
equalling 1930 

Oxfords are best and straps second, 
according to this buyer, who also finds 
that wide straps are quite popular. 

“We are experiencing an increase 
that is more than seasonal,” reports F. 
Grossman, of the Grossman Shoe Co., 
operating a large group of Chicago 
stores. 

“The large volume of our business, 
especially during the pre-Easter pe- 
riod,” Mr. Grossman explained, “leads 
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me to believe that conditions are rapid- 
ly growing better.” 

This firm finds that grays are very 
good, blacks are holding on surprising- 
ly well and perforated models in all 
Sy are proving exceptionally pop- 
ular 

“Ties are our pea seller,” 
comments A. G. Isaacs, head buyer for 
Walkover. He went on to say: “Judg- 
ing by the great number of calls we 
have for gray shoes and bags to match, 
I am of the opinion that this color is 
rapidly rising in public esteem.” 

“We have just completed our March 
analysis,” Mr. Isaacs added, “and we 
find that in comparison to last year 
for the same month, our sales volume 
is off a trifle. In direct comparison, 
however, unit sales lead.” 

The concern found their Easter sales 
quite satisfying, according to their 
buyer. 





Nashville Shoe Men Report 
Increase 


NASHVILLE, TENN.—Retail sales of 
women’s shoes have improved slightly 
in Nashville during the past two weeks. 
And while sales are still slightly be'ow 
normal, they are considerably above the 
sales for the same period last year. 
The usual spring rush has not started 
yet, however. Retailers are looking 
forward to a distinct upward trend in 
sales volume in the immediate future. 

Most of the principal stores are 
showing a wide variety of women’s 


styles. Reptile, black patent leather, 
kid and snake; in both high and me- 
dium heels. Sports are in two-tone, 
black-and-white, tan-and-white, linens 
and novelties. 

In men’s shoes the narrow toe is 
yet the favorite, with blacks outselling 
the tans about two to one. Sports are 
also excellent sellers for this sea- 
son due to the extraordinarily mild 
weather. To give an idea of Nashville 
weather: the municipal park managers 
report that more people are waiting to 
tee off than are playing the course at 
any time of the day, and all private 
golf and country club greens are cov- 
ered with the knickered tribe from 
early morning until late in the after- 
noon. 


Charlie Sternberg With 
Heilbrunn 


ROCHESTER, N. Y.—“‘Smilin’ Charlie” 
Sternberg, formerly with the resale de- 
partment of the United States Shoe 
Company, has joined the sales organ- 
ization of J. Heilbrunn & Sons, Roch- 
ester, N. Y., where he will assist Rob- 
ert J. Heilbrunn in merchandising be- 
sides covering his o!d Middle Western 
territory. 

Mr. Sternberg has had a wide and 
varied experience in the shoe business 
covering forty years. For several years 
he was production manager, assistant 
sales manager and in charge of the 
stock department for the Robert Win 
Company, Cincinnati. When this firm 
was taken over by the United States 
Shoe Company Charlie was given the 
job of selling all the floor goods of the 
various units. 

Mr. Sternberg is now getting his line 
ready and looks forward to meeting his 
old friends in the trade. 
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A unique 
deviation in Mode 
LUSTROUS FORMAL 
FOOTWEAR 


by Conaway Winter Studios 


For Nocturnal Occasions Bonwit 
Teller presents this charming gown 
which is enhanced by the Conaway 
Winter Sandal emphasizing a note 
of elegance in the new Mode of 


Lustrous formal footwear. 


With the opening of the Styles 
Conference Conaway Winter in- 
vites you to visit their display of 


new fall creations at the Hotel 


Astor. 
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WHERE TO BUY 


Women’s Shoes 





CUSHION SHOES 


THE JOHN BOERTS SHOR OO. INC. 
IN Buffalo, N. Y. éroox 








ts 
Clara Bo 


Internationally recognized as the acme of 
utility shoes. 

A product of 
SHAFT-PIERCE SHOE CO., Faribault, Minn. 








Ultra Smart Sandals 


Quality 
Predominates 


Write 
Direst. 


INC. 
York Oity 











Best Ocier 
Combinations. 


Unusual 
Profits. 


IARRITZ SANDALS 
120 "West 30th St., New 








NOW 
STOCK 


SHEKKO BRAIDED 
SANDAL CO 











RP. 
4th Ave., New York City 








WHERE TO BUY 
Slipper Ornaments 








of Every Description for 
Boudoir Slippers 

The right merchandise at the right time 

Selid celers in stock—samples on request 

HY-GRADE SLIPPER SUPPLY CO. 

@83 Broadway New York City 











Ships—the Bremen and Europa, fast 
ships saving perhaps three of four 
hours, as contrasted to the Mauretania 
—although you don’t know what to do 
with the three or four hours after you 
have saved them. But they are getting 
the pick of the trans-oceanic trade be- 
cause it is stylish. 

But the effect of this style doesn’t 
stop even then, because once we begin 
to create new needs, new desire for 
luxuries, for utilities, we find the ex- 
pression of that in terms of what we 
call the heavy industries, the underly- 
ing industries. New automobiles re- 
quire new steel, require new dies. 

But it goes farther than that. With 
the creation of this sales market, and 
with the creation of the sales that come 
from an attractive sales market, it of- 
fers such sales possibilities that we can 
follow our inclination in this country 
to produce everything in the world at 
one time, and thereby reduce our over- 
head and our actual, fundamental, un- 
derlying costs. But to do that we re- 
quire labor-saving devices, so we buv 
new machinery, which in turn requires 
new steel, new copper, new manganese 
—and other products that go into the 
manufacture of machine equipment. 

So that this thing which started per- 
haps with an Empire gown in the time 
of Napoleon—and which has come 
down now so as to include products 
which one never would have thought 
could or would have been included 20 or 
380 years ago today, actually includes 
the entire gamut of American indus- 
try, and I mean that just exactly as I 
say it, the entire gamut of American 
industry. 

When you get a situation of depres- 
sion such as the present, which’ takes 
place primarily because of the mal-ad- 
justment between the rate of produc- 
tion and consumption, liquidation of 
excess production requires a cessation 
of labor and productivity. Then you 
find certain other habits suddenly be- 
come stylish, certain habits of think- 
ing, certain psychological habits. 

Utility becomes comparatively im- 
portant as contrasted to desirability, 
and as I said before, it becomes much 
more definitely stylish to be thrifty 
than formerly. There is much less of 
a social burden on being out of date. 
It is much more stylish to say, “I lost 
my shirt in the stock market, and I 
can’t have that.” There isn’t the same 
burden on you for not having it. Be- 
cause, whether you lost in the stock 
market or didn’t, nobody knows except 
yourself, but it is a perfectly good ex- 
cuse. There are times when I think 
self abnegation (I think that is the 
word) becomes stylish, just as with cer- 
tain classes of monks in the medieval 
times. And homes and furniture be- 
come much more attractive than for- 
merly. You don’t have to put a mon- 
key gland into your furniture to get it 
to look stylish; and you are not quite 
as interested in getting something that 
the family in the next block haven’t 
got because they are not quite so inter- 
ested in getting it. 

So you go through the entire situa- 
tion whith I built up a few moments 
‘ago, and you again find the effect 





comes back to the basic industries of 
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the manufacturer. His sales market 
has been reduced; there isn’t the same 
demand for raw material, or new ma- 
chinery. An automobile is measured 
by the number of miles you can get on a 
gallon or during its life, rather than 
by gadgets, and people are willing to 
use a car for three or four years, in- 
stead of from one to two years. 

Style has lost power, at least for the 
moment, and with that the manufac- 
turer has lost his aggressiviness. He 
isn’t so concerned with saving a penny 
of cost on the assumption that he can 
sell 10,000 more units. But because he 
is not certain enough that he can sell 
those 10,000 units he says, “I will carry 
along with present costs; I will try to 
reduce it by reducing my labor charges,” 
which in turn continues this spiral, but 
he doesn’t try to do it by the old-fash- 
ioned American formula apparent only 
in times of prosperity, namely, pro- 
gressiveness, labor-saving devices, high 
wages. 

So from a country of tremendous ac- 
tivity in which the obsolescence factor 
and style factor are tremendously im- 
portant, we slip back to two things, 
utility and lethargy. Now the question 
is, Is that a permanent situation? 
Well, from now on I am not going to 
become so much an expositionist as I 
am a guesser. I am definitely con- 
vinced that it is temporary. I do not 
think we have changed the underlying 
psychology of the American public. 
Moreover, I think that a period that 
lasts such as this last 18 months, or it 
will be two years before it is entirely 
cleaned up, tires people just exactly as 
the drabness of uniforms during the 
war made people more desirous to have 
color after the war. 

And I would expect to see a resil- 
ience, once this depression is definitely 
recognized as over, which will bring us 
back to even more extravagance than 
formerly—if you are willing to have an 
extravagant period as against the 
thrifty period. I think you will find 
the same elements of “keeping up. with 
the Joneses.” I think you will find “up- 
to-dateness” more popular. I think that 
enough progress will have been made by 
science in the laboratories so that the 
two or three year gap which will have 
existed will be much longer than a two 
year gap, because certainly in times 
like this the ingenuity of the manufac- 
turer is taxed, and there has to be a 
powerful sales stimulus when he knows 
that regardless of that condition he 
can sell that novelty. Those who know 
anything about department store busi- 
ness will know that is true. 

There is or was a vogue for long 
gloves last summer, and for dull stock- 
ings, and for a time the retailers 
couldn’t get enough of those products 
in spite of the fact that we were liv- 
ing in a period of depression. And if 
you can find another novelty suffi- 
ciently striking, that will carry on by 
itself. 

But the American people are funda- 
mentally interested in being equal 
economically, and particularly in spend- 
ing habits. Whether it is an evil so- 
cially I don’t know, any more than the 
instalment plan of buying. It is en- 

[TURN TO PAGE 84, PLEASE] 
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ZAPON 


FOR SLIPPER 
UPPERS 
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Look for the Zapon label on 
every pair of slippers you 
Suy. It is your guarantee 
against inferior products 


Because of our vast re- 
sources, we can produce 
Zapon Uppers at a price 
which allows the re- 
_tailera generous margin 


| of profit. 
ZARINE , 
REG. U S. PAT, OFF. Zapon S popularity— 
Exclusively manufactured 
in America by The Zapon 
Company, this waterproof, 
thamois-soft material is 
available in a variety of 
colors ang patterns 


makes it a certain profit- 


pulling product. 


@ 
THE ZAPON COMPANY 


A Division of Atlas Powder Company 


STAMFORD - CONNECTICUT 


. 








BooT AND SHOE RECORDER 
combining THE SHOE RETAILER, April 25, 1931 ° 








HEADLINERS ON THE 
SPORT STAGE FOR 1931 


Carefully selected 
proved big selling sport 
styles that will cover 
95% of the spring de- 
mand. Carried in Stock 
and Ready for Immedi- 
ate Delivery. 


Rocker Sport 
Brogue 

















Style No. 3354. Black and white, leather sole, leather heel. 
Style No. 4354. Brown and white, leather sole, leather heel. 
Style No. 4352. Smoked and brown, rubber sole, spring heel. 


Above styles in stock B, © and D widths. Boys 1-6...... 83.25 
Bilttie Cote. BE 00 Weed ckccssvtccrssccevcetecacueseses 2.25 


Big Boya’,. G3 to D9... ccccsccceccvecrescsccccceccecess 3.75 






Fairway Indian 
Moccasin 


Style No. 4424. Smoked and brown Indian Moccasin, gristle sole, 
spring heel. In stock B, C, D widths. Boys’ 1 to 6...... $3.35 
Ble Bega” 626% 00 Ou. cccccccccscccccccccscccccvccccescee 3.8% 


Bobby Burns 
Sport 






Style No. 83391. Black and white, leather sole, rubber heel. 
Style No. 84391. Smoked and brown, leather sole, rubber heel. 


In stock C and D widths. Boys’ 1 to 6.........0-ee eens $2.65 
Get UE CO Feit ee rercksns ccusccctcccgccesudsreuioes 2.25 
a eer rr mere Perr ee CC 3.15 
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WHERE TO BUY 


Sport Footwear 








“SPORTSTER” 


Official Girl Scout Shoes 
204 Sizes and Widths In-Steck 
A. SANDLER 
154 Lincoln St. 

Beston, Mass. Est. 1889 











WHERE TO BUY 


Dancing Shoes and Taps 








TAP SHOES Mou” 


IN-STOCK 
No, 9780—Black Kid 
$1.75 






No. 9785—Patent 
Leather 


82.25 
BROOKS SHOE MFG. 08. 
Swanson & Ritner Sts. 
Philadelphia 














STUDENT TAP 


Arn inexpensive tap 
shoe _ excellently 
made and finished. 
8% Child's + 8 





Leather (as illus- 
trated) retails 
profitably at $3.50. 





* SEND FOR NEW 
1931 Im - STOOK 
( CATALOGUB AND 





WESTSZ°SL AGENCY PLAN. 
NEW ‘YORK.GTY 
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WHERE TO BUY 


Shoe Accessortes 


| ll lead 





heel 


EASE CALLOUSES with 
IDEAL FELT 


Metatarsal Buttons 


Specifical lhaped, they are cor- 
i, see oinet, small, medium, 


; tective. Th 
and large. Also Chiropodists’ felt, mixed and all wool. 
One pound papers of %”, %” and %”. met 
Security Shoe Finding Mfg. Co. ine. 


2% 8. WELLS §&T. CHICAGO 








To Study Industry Abroad 


LYNN, Mass.—John J. Leary, for- 
merly a shoemaker in Lynn and later a 
newspaper reporter, has gone abroad 
to study the industrial situation in 
Europe, having been appointed to this 
mission by the United States Depart- 
ment of Labor with the approval of 
President Hoover. 








Merchant Held Up and 
Robbed 


Pittsburgh, Pa.—An armed bandit, 
held up, bound and gagged Edward C. 
Sperber in his shoe store, 322 Diamond 
Street, on the night of April 14, took 
$100 from him and escaped in an auto- 
mobile. 

The street was filled with late shop- 
pers when the holdup occurred. Cus- 
tomers, entering the store a short time 
later, found Sperber and released him. 
Sperber told police the bandit asked to 
see a pair of shoes, and then drew a 
revolver. He ticd the shoe man up 
with adhesive tape and placed a rag in 
his mouth. 











No Post Easter Slump in 
Kansas City 


Kansas City, Mo.—The shoe busi- 
ness is looking up with the activity pro- 
duced by the influx of summer styles 
and fabrics. The customary after-Eas- 
ter slump was not experienced by shoe 
retailers here this year, and the daily 
pick-up in sales since the latter part of 
March has been steady. 

April promises to be a banner month 
for this year so far, already being a 
little ahead of last year’s volume, and 
promising a continuous activity for the 
entire month. This week’s business, 
generally speaking, showed a decided 
increase over the figures for Easter 
week, which were considerably better 
than sales figures for any week in 
March. March fell short of last year’s 
volume, and prospects for spring ac- 
tivity looked dark here for awhile. Pre- 
mature summer weather seems to have 
done its share in stimulating shoe sales, 
and creating an unusually early demand 
for fabric shoes and spectator and ac- 
tive sports styles. 

The season for fabrics and dyeable 
linens does not usually open here until 
the first or middle of May, but has 
already opened this year with much 
gusto, according to a buyer from one 
of the leading shops. Last year de- 
mands were early but deliveries were 
slow, but this year both are greatly in 
advance of previous years. Very light 
blonds, linens and novelty fabrics are 
selling well everywhere, but are not 
being worn yet to any large extent. 

Spectator sports shoes in light beige 
and brown calfskin, white buck and 
black kid and white buck and brown 
kid combinations are beginning to move 
very well. 

Patents are selling very well in opera 
pump styles, according to Arthur 
Glucksman of I. Miller Shoe Company, 
and sandal effects are enjoying con- 
siderable activity. I. Miller is conduct- 
ing a post-Easter sale with 20 per cent 
discount on Easter stock that is going 
over very well. This is the first time 
they have ever had a post-Easter sale, 
Mr. Glucksman said, but deliveries 
were late and it became necessary to 
move stock to make room for incoming 
summer stock. However, the majority 
of sales are made on the regular models, 
Mr. Glucksman said. Black kids con- 
tinue to lead, followed closely by blue. 
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Shoe and Leather Men Plan 
Golf Tournament 


Boston, Mass.—The Spring tourna- 
ment of the New England Shoe and 
Leather Golf Association will be held 
May 19, at the South Shore Country 
Club in Hingham. President William 
H. Larkin announces, also, that his as- 
sociation has accepted the invitation of 
the Philadelphia Shoe and Leather Golf 
Association, to play the intercity 
matches in that city some time in June. 
In this annual tournament teams from 
Boston, New York and Philadelphia 
will compete. 

At a recent meeting of the associa- 
tion all officers were reelected to serve 
for one-year terms. In addition to Mr. 
Larkin, as president, these include 
Lyman H. Gutterson, vice-president; 
Lester E. Packard, treasurer; A 
Knight, secretary; Carl E. Mosser, 
chairman of Tournament Committee; 
Frank M. Bohr, chairman of Hospital- 
ity Committee, and J. G. Adams, chair- 
man of Handicap Committee. 





Sport Shoes Selling 


TULSA, OKLA.—Sport shoe trade is 
beginning to open up here. The colors 
lean more to black and white than last 
year. Linen shoes are popular for 
street and afternoon wear, preferred 
colors in these being natural and blue. 
The indications are that the linen trade 
will be heavier than formerly, probably 
owing to dress styles and rough fabric 


vogue, 

The all-black shoes of the past fall 
and winter are continuing to be pop- 
ular, patent shoes gradually gaining 
over the mat kid. Heels are mostly 
Cuban and Spanish, but there is a 
stronger call for low heels than for 
several seasons. 


Bring Back Desire by Style 
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tirely a matter of opinion. But that it 
is a necessary economic instrument for 
America, I would say unqualifiedly, not 
because it is necessary if we started 
our economic system from a new base, 
but because we have built our economic 
mechanisms on such a philosophy and 
psychology. 

If for any other reason you sud- 
denly make the period of life of an au- 
tomobile four instead of two years, 
you have cut that industry in half, and 
you have eliminated a tremendous 
amount of purchasing power and a 
tremendous number of jobs. So any 
time you change from a so-called ex- 
travagant philosophy to a thrift phil- 
osophy in a country that has lived on 
extravagance, or the general term ex- 
travagance, you change a country from 
one in which sales are active into one 
where sales are lethargic or completel 
paralyzed. So those who would attac 
this system really are attacking the 
basic cause of prosperity at the pres- 
ent time. 

My own wish and hope at the present 
time, leaving out the social aspects, is 
that style will come back into its own; 
my expectation is that style will come 
back into its own, and cover a broader 
gamut of goods than it ever did before. 
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Suva Cloth 


TRADE MARK 


The Thrill of the Season” 


like every successful article is being “bootlegged.” A few 
careless manufacturers seeking to save a few cents per pair 
do not stop to realize that genuine Suva Cloth was put on 
the market only after rigid wearing tests. Every piece of 
Suva Cloth is tested for strength, doubtful pieces rejected. 
This policy of carefulness has been a most important factor 
in its success. It takes weeks to spin the special yarn for 
Suva Cloth which is constructed specifically for shoe pur- 
poses. “Bootleggers” who rush an article upon the market 
cannot take this time. Important, too, is the possibility of 
infringement suits, since genuine Suva Cloth and shoes, 
made in the specified way, are patented. 








Retailers, if they want to avoid excessive returns, will spec- 
ify genuine Suva Cloth and if desired can verify their pur- 
chases by writing me or looking in each box of shoes for 
the lithographed slip giving cleaning directions; see that 
it is lithographed with reproductions of both light and heavy 
weight Suva. “Bootleggers” will undoubtedly print rep- 
licas. 





| Suva Cloth embodies a new idea which has proved to be 
profitable for both manufacturers and retailers. Don’t 
wreck it by selling shoes which won’t wear. 


MARCUS A. HEYMAN 


47 West 34th Street New York City 


' Patentee and Sole Distributor 





* 


REPTILES FOR FALL—RAJAHS—PYTHONS 
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Three Themes for Summer 
Footwear Sales 


Kansas City, Mo.—The shoe story 
for the summer of 1931, both in its 
fashion and selling aspects, is based 
on three important themes, each of 
which influences the entire story to no 
little degree, according to R. E. Blue, 
manager of the Kline’s Andre Shoes 
department. One of these is color con- 
trast, which is as important for shoes 
as for ready-to-wear and other fashion 
accessories, Mr. Blue said. The other 
two are fabric shoes and sports shoes, 
both spectator and active sports styles. 

“Color contrast is most important 
from the selling standpoint at this mo- 
ment as expressed in black.and white,” 
Mr. Blue said. “Black patent leather 
pumps with white bows have been very 
good. Contrasting pipings, especially 
on sandal or cut-out effects, stitchings 
and underlay for perforations, have 
been outstanding in the black and white 
contrast. Light reptile leathers, such 
as lizard, have been much in demand in 
contrast with black kid.” 

Black and white and brown and white 
contrast is important in spectator and 
active sports shoes, but very light beige 
is cited as the summer standard for 
the more conservative shoe for contrast 
use in the place of white. 

“The fabric shoe is overwhelmingly 
important in summer shoe fashions,” 
Mr. Blue said, “and there is a strong 
feeling that the fabric shoe business 
will start much earlier than usual. We 
are expecting fabric shoes to be a 
strong factor in the May promotions.” 

Mr. Blue anticipates a definite sum- 
mer business on dark colors in fabrics 
such as duckalin, tosca, suva and pen- 
siana, a duck with rayon thread. Black, 
brown and navy are cited as important 
colors in these fabrics. Linen will be 
much less important than it has ever 
been before, Mr. Blue said. Other colors, 
such as light pastels, which are bound 
to be good this season, will be tinted 
from the dyeable white fabrics. Dyea- 
ble white and natural are expected to 
head the sales list. 

Black kid has been replaced to a 
great extent by the vogue for patent 
leather, that expresses itself to a large 
extent in pumps and sandals. The 
pump is the most important fashion 
just now, Mr. Blue said, but the sandal 
is gaining so fast that it may become a 
serious rival very soon. Sandal effects 
are no longer worn for afternoon and 
evening, but are being shown in styles 
for street and town wear. They will 
be most prominent in fabrics a little 
later on. The strap pump continues in 
its customary staple place, and one and 
two eyelet oxfords are the only style 
of oxford that is getting any play at 
present. 

“Spectator sports shoes have an en- 
tirely new significance this season,” 
Mr. Blue said, “having moved up into 
the class of daytime shoes. We will 
promote them in the early part of May 
as a definite town fashion. Brown and 
white and navy and white combina- 
tions will be good, but white with black 
atent leather will far outnumber them 
n sales. 

“The fabric spectator sports is more 
important than ever, bus white buck- 


skin is still the backbone of that types. 


of shoe. For active sports white buck- 





skin with brown or black calfskin trim- 
‘ ming holds the-field. —-.—--  - : 


| concentrating the attention of. 


A Style Show That Sold Shoes ~ 
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think it over and make a few inquiries. 

First, we approached a sales manager 
of one of the East’s largest groups... 
and our answer was a blank stare. 
He’d never seen one, according to his 
recollection. Then followed a series of 
interviews with other shining lights in 
the sales promotional field—but the 
answers always remained the same. 
We were up a tree. We had beautiful 
shoes, and our buyer had snapped up 
exclusive rights to sell them in our 
territory. Show these shoes to ad- 
vantage we must! Create a demand 
for them we must! 

Here’s how we did it! 

A hasty meeting was called between 
our advertising and promotion man- 
agers, merchandise manager, display 
manager and store stylist. The various 
ideas aired there led to our unani- 
mously adopting the resolution to hold 
an intormal Shoe Revue in the center 
section of our elaborate shoe salon, on 
the main floor. But the most important 
detail of the show was the storewide 
promotion (interior) to be tied up to it! 

First, we arranged with the display 
manager to build modernistic pedestals, 
each displaying seven types of Sheri- 
modes so that they could easily be 
taken up and examined by interested 
patrons. These pedestals were built 
in the form of a staircase and placed at 
points of vantage throughout the store. 

. in front of the elevator bank on 
each floor ... in the ready-to-wear sec- 
tions . . . and at the main entrance of 
the store. 

Next, a series of “pep” talks on sug- 
gestive salesmanship, carrying the fine 
selling points of the shoes, were pre- 
pared for the employees of the store, 
a group numbering more than four 
hundred. Great publicity, this! 

A combined letter of invitation and 
circular on Sherimode Shoes then ap- 
peared at the homes of all charge cus- 
tomers of the Polsky Co. ... and a 
mail piece individual in appearance, yet 
practical enough to arouse interest of 
the reader. 

Then came the show! And what a 
show it was! In the center of the de- 
partment a stage about the height of a 
table was erected, upon which the mod- 
els, chosen from the ranks of the em- 
ployees, passed in revue. Two shows 
daily were scheduled for two consecu- 
tive days, Tuesday and Wednesday, the 
first at noon, and the second at 2:30 

a 

Soft strains of music from a popular 
orchestra served to attract persons 
from all over the main floor of the 
store to the shoe salon while the show 
was in progress. The show was opened 
by the factory representative, who gave 
a short talk on the technical advan- 
tages of Sherimode Shoes—the fine 
workmanship that entered into their 
making—and the quality of the leath- 
ers used. This was followed by the pro- 
cession of models, each wearing shoes to 
match an ensemble. The store stylist, 
standing to one side of the platform, 
desctiied the style features of each 
shoe as it appeared, entering also the 
style notes of the correctness of the ap- 
parel worn by each model, and thus 
e 
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attending audiences first on the shoes, 
to leave the shoe impression. 

The first show, being staged at lunch 
time, was then followed by .a prome- 
nade of the models through the tearoom 
of Polsky’s, where several hundred ad- 
ditional diners were treated to the un- 
usual pulchritude of the comely models 
—the shoes—and their matching en- 
sembles. 

A fair attendance was registered at 
the opening revue. The second show 
was crowded. On the second day, ca- 
pacity crowds were jamming the aisles 
fifteen and twenty feet away from the 
platform, eagerly scanning these Sheri- 
modes. And the shoe sales in the de- 
partment following the shows delight- 
fully piled up in a way to make the 
buyer smile—as all shoe buyers do 
when business is fast and furious. 

The show is now a week past... yet 
hundreds of Akron women still talk 
about it. Three beautiful window dis- 
plays~serve to keep the impression in 
their minds. The pedestals throughout 
the store tell their message to every 
passing patron. A huge arch over the 
shoe salon attracts them . . . and they 
buy shoes! 

E. Belhumeur, shoe buyer of Polsky’s, 
enthusiastically endorses the shoe show 
idea. Here is what he says: 

“In view of our tremendous success 
with the handling of Sherimode Shoes 
in Akron, I can say but one thing: The 
Shoe Show certainly is a great idea! 

“We have put it over in a manner 
that has been highly satisfactory to 
both ourselves and the manufacturer. 
The planned promotion and show, while 
less expensive in its operation than a 
formal show held in the Auditorium, 
has served beyond our expectations to 
establish these shoes as a regular price 
line in our store. I am thoroughly con- 
vinced that retail shoe shows will be- 
come a part of the regular exploitation 
of every successful shoe department in 
the country.” 

A similar statement, given by C. W. 
Smith, treasurer of the Sherwood Shoe 
Company, emphatically corroborates 
Mr. Belhumeur’s statement. 


Early Bandit Gets Shoe Store 
Cash 


Kansas City, Mo.—The manager and 
two clerks of the W. L. Douglas Shoe 
Company, 934 Main Street, were held 
up a few minutes before the store 
opened, April 6, by a young, well- 
dressed bandit, who escaped with $250. 

E. R. Whitworth, the manager, was 
the first to arrive, and had gone direct- 
ly to the safe to unlock it and prepare 
for the day’s business. The two clerks 
had just arrived when the bandit 
walked in and demanded the money 
Whitmore had just removed from the 
safe and was holding in his hand. 

He ordered the three men into the 
rear room at the point of a gun, and 
made his getaway before they could 
act. No trace of the bandit has yet 
been-found,-Mr. Whitmore: said:" 
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WAIT... 


If you want the best agency proposition in the 
popular price field—in men’s, women’s and 
children’s shoes 


Wait for the “Natural Bridge” Salesman! 


New Features! 
New Styles! 
New Prices! 
New Advertising! 
New Merchandising Plan! 





The only complete nationally advertised feature shoe agency 


plan on the market. 


“Natural Bridge” Shoes for Women $5 and 36 
“Natural Bridge” Shoes for Men $5 and 36 
“Natural Bridge” Juniors for the Young Folk. $3 and $4 


All in stock—tready to ship. Write or wire for the 
*‘Natural Bridge” representative to call on you 


NATURAL BRIDGE 
SHOEMAKERS 


DIAS I@) Nix @) um @1-e- D1 DLO Gs Gant Ge AO) 
LYNCHBURG. A » VIRGINIA 





New York Office 
650 Marbridge Bldg. 


Chicago Office 
1502 Republic Bidg. 
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TRADE-MARK 



















Any infringement of 





the use of this name 
Deauville Sandals or BY 
of the word Deauville 
in connection with 








footwear will be 
prosecuted. 



















The trade name “Deauville 
Sandals” on the soles of su- 
perior woven leather san- 
dals, is the exclusive prop- 
erty of the Golo Slipper 
Company. 


It is a registered trade mark 
and can be used only on 
sandals sold by the Golo 
Slipper Company. 


When you buy woven san- 
dals look for the trademark 
“Deauville Sandals.” It is 
stamped on the soles of 
every genuine pair of 
Deauville Sandals. 


GOLO SLIPPER CO. 


129 Duane St. New York City 
























With close margins the order of the 
day, a popular priced riding boot from 
one of the country’s finest makers that 
brings repeat sales, is the boot to stock. 


The new J. M. Connell riding boot, 
made on the latest English Last, with 
straps and special set-in vamps, at 
popular prices, is your answer for ex- 
tra Spring and Summer business. 


Connell olin make and stock lower 
priced boots, for the volume trade. 


Connell Boots In-Stock at Met- 
ropolitan Shoe Sales, 141 
Duane Street, New York City, 
or write the factory. 





* 
J. M. CONNELL 


Shoe Company 
te SOUTH BRAINTREE, MASSACHUSETTS ok 








HOTEL 
VICTORIA 


7th AVENUE AND 5lst STREET, NEW YORK 
S. J. Mrrcnett, Manager 


LARGE SAMPLE 
ROOMS FOR SHOE-MEN 


This hotel is well liked by the important 
men in the shoe and leather industry. 
Located on Seventh Avenue, corner 5lst 
Street, virtually the heart of New York. 


1000 LARGE ROOMS 


Each with Private Bath, 
Ice Water, Servidor 
AND RADIO—PLUS FREE GARAGE 


Rates from $3 Daily 
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Every customer has faith in the 
ability of their shoe merchant to give 
them safety in footwear. Shoes do not 
offer safety when wood heels loosen 
or come off. Safeguard the goodwill 
of your business and prevent injury or 
embarrassment to your customers by 
making certain that all wood heels are 
securely attached. 

Heels attached with Alpha Wood Heel 
Screws cannot loosen or come off... 
Their exceptional holding power sets 
the heels true and rigid, keeping them 
in exact position — gripped to the heel 
seat. Specify Alpha Wood Heel Screws 


when you order. 


UNITED SHOE MACHINERY 
CORPORATION 


BOSTON, MASSACHUSETTS 






Cg 












THIS MAY BE 
YOUR OPPORTUNITY 








SALESMEN WANTED 











Salesmen Wanted 


By nationally known manufacturer. 
Must be experienced, capable, volume 
producers of proved ability and high 
earning capacity with established fol- 
lowing in trimmings, findings, threads 
or other similar products used by 
stitching trades in Massachusetts, 
Rhode Island, Connecticut, Chicago, IIl., 
and Metropolitan New York. Give full 
details of territory and trades covered, 
age, nationality, earnings and experi- 
ence. Salary and commission. Members 
of our staff have seen this advertise- 
ment. Write Dept. RY-115, G. Lynn 
Sumner Co., 285 Madison Avenue, New 
York, N. Y. 




















SALESMEN WANTED 
With established trade to sell on 
straight commission fast selling instock 
line women’s novelty footwear, to re- 
tail at three and four dollars. Fol- 
lowing territory available, act quick; 
Oklahoma, Mississippi, Alabama, Wis- 
consin, Michigan, Texas and Chicago. 
National apeeeity Shoe Co. 
St. Louis, Mo. 








WANTED—For the States of Missouri, Kan- 
sas, Nebraska, Iowa, Minnesota and Wis- 
consin, Live Wire Shoe Salesmen with estab- 
lished following to carry as side line on com- 
mission basis our well known line of HAPYTOZ 
Turns, Stitch-steps and Stitchdowns. Seventy- 
five numbers at fast selling prices all Stocked. 
Exceptional opportunity to assist in defraying 


SALESMEN WANTED 





SLIPPER SALESMAN, experienced, with 
established following to carry general line 
of ladies’ house slippers. Imitation leather and 
satin heel slippers. Straight commission basis. 
Territories open. Line now ready. Address 
C-453, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 





SHOE SALESMEN wanted to carry a snappy 
line of hard sole Mules and D’Orsays, re- 
tailing from $2.00 up. Southern, New England 
and New York State territories open. Side 
line commission proposition. Address C-454, 
care Boot Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 





SALESMEN, calling on responsible Depart- 
ment and Shoe Stores to carry as side line, 
a patented rubber shoe. Sample may be carried 
in pocket. Demand has been established. In 
reply state territory covered. Address C-455, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 





POSITION WANTED 





FOR SALE 


Welts and Stitchdowns, 


chased at right price. 


Address C457 
care Boot & Shoe Recorder 
140 Federal Street 
Boston, Mass. 





Complete well equipped shoe 
factory making Goodyear 
lo- 
cated in Boston, can be pur- 














WANTED TO PURCHASE 








SHOE manager and buyer for shoe department 
or store. Ten years’ experience, good win- 
dow trimmer, excellent salesman and graduate 
practipedist. Age thirty, single. Present con- 
tract expires June first. Address C-436 care 
Boot Shoe Recorder, 239 W. 39th Street, 
New York, N. Y. 





E.XSHOE RETAILER open for position. 
Manager or Salesman. Age 35, single. 
References, available at once. R. E. JACOBS, 
708 Interdrive, St. Louis. 





traveling expenses. rite or wire for plet 
details. W. C. Goodger, Inc., Mfg’r, Rochester, 
New York. Established 1908. 





SHOE SALESMEN wanted to carry our spats 
and shoe ornaments as a sideline. Please 
with reply. 

0., 4248 


ive territory and _ references 
ANOLIS MANUFACTURING C 
No. Crawford Ave., Chicago, Il. 





SHOE SALESMEN for high class, imported 





SHOE DEPARTMENT WANTED 


W ANTED—Shoe dept. in high grade dept. 

_ Store or women’s specialty shop doing large 
business where’ $10.50 to $14.50 well known 
women’s shoes can be sold. Address C-452, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 











' French shoes exclusively; sideline, c - 
sion only. Address C-456, care Boot & Shoe 
ee 239 West 39th Street, New York, 





SALESMAN with following in the middle 

west for line of Brooklyn turns. Popularly 
priced. RADCLIFFE SHOE CO., 235 Park 
Ave., Brooklyn, . 


FOR SALE 


FOR SALE—Best exclusive shoe store in good 
small Florida city. $20,000 stock that can be 
reduced. Established, good location, good lease. 
Half cash to handle. Address C-447 care Boot 
4 rg a ti 239 West 39th Street, New 
ork, N. Y. 





BUY FOR CASH 


retall stecks 
CHANDISE — 


Phone Dry Dock 


of SHOES—GENERAL MER- 
Unexpired leases assumed 


POSTER @ DEUTSCH 
436 Grand St., New vom City 








your surplus or entire stocks of 
general merchandise or depa 
stores. Leases a 5 

Phone - Write - 
All matters strictly confidential. 


I. SIMON CO. 


Phone Worth 


We will pay the best price fer 
shoes, 
rtment 


Call 


101 Reade St., New York City 
5922 Est. 1880 








PAID 


for shoe stocks, slow sellers, etc. 
losses taken over. Transact 
Est. 1890 


Short t 


MAX GLAUBERG 
327 Church St., New York City 
Phone: Canal 6-2632 


? = ooon 





HIGHEST CASH PRICES 


me 
ions confidential. 











CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. 
Minimum charge 75 cents. For all other classified advertisements the rate is 7 cents per word. 
$1.25. When a box number is desired twelve words should be added for the address. 
word of the address should be counted. 
The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 


Classified advertising is payable in advance. 
PFAdvertisements for this page must be in our New York office on Friday of the week preceding publication. 
= — 


Minimum charge 
In all other cases each 
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New Edition 


Shoe and Leather Lexicon 


We are ready to take orders for at once delivery 
of the new and revised Shoe and Leather Lexicon. 
This handy book of the trade is in its sixth edi- 
tion, over 100,000 copies now in use. Price 50 











239 West 39th St. 











Boot and Shoe Recorder 
New York, N. Y. 

















| el of rales 
urved Jaw 





“MANCHESTER” 


(Trade Mark Reg. U. 5. Pat. Of.) 


Curved Jaw Nipper 


F. W. WHITCHER CO. 





WHIT CHER 

















ny 
MANCHESTER 


Ee gy only eae, just the right shape to cut out tacks on 


Curved jaw enables cutting close to pt 


ngzade tool steel, nickel plated. Specify Genuine 
chester” when ordering. 


PRICE $4.00 
Boston, Mass.— Chicago, Ill. 




















BUSINESS OPPORTUNITY 





MERCHANTS’ NEEDS 





MERCHANTS’ NEEDS 






















YOU CAN HAVE A BUSINESS PRO- 


FESSION OF YOUR OWN and earn big 
income in service fees. 
foot yng my readily learned 
one at home in a few weeks, 
for training; openings everyhere with 
all the trade you can attend to. No capi- 
tal required or goods to buy; no agency 
or soliciting. Established 1894. 
Stephenson Laboratory, 
Boston, Mass. 


A new system of 
by any 
Easy terms 


Address 
21 Back Bay, 











If you contemplate selling your 
entire or surplus stock com- 
municate with us. Prompt at- 
tention given. 
KIRSCH-BLACHER CO., INC. 
590 Broadway New York 
Phone Canal 6-4298 and 4299 











MERCHANTS’ NEEDS 





VANITY BOWS 








Now, when the Spring season is in ful: 


swing, it will be to your advantage tu 
buy your bows direct from a manufac- 
turer who has satisfied the shoe trade 
since 1910. The above bow can be had ar 
a dos. pairs in any combination 
of materials and colors you may _—. 
These bows are made with clips so 
that they can easily be attached to the 
pump. 
Many more numbers to be had on 
request. 


VANITY NOVELTY 
WORKS 
1261 Atlantic Avenue 


BROOKLYN N. Y. 








NGER CO. 
CDG. ST. LOUIS, MO. 








MODERN SHOE WINDOW BACK- 
GROUNDS INSTALLED BY 
LEVINE DISPLAY STUDIOS 

124 WEST 21st STREET, N. Y. C. 

See our displays in Newark at Bershans—Walk 

Over—Hausman, 3 Stores. In New York City at 

Fastenberg Stores Marcus, Wilkins Ave. — 

Parisian, 42nd St.—Hass Shoe—Mackta—I. Sil- 

ber—Bob—Hanover, Bway. and 47th St.—LaRay 

Preserver, Fordham—Natural Bridge— 

Arch Craft—Bernie—Morgan. In Brooklyn at 

Feinberg & Price—Herbs—Alton—Morton Berk 

—Benjamin—Triebetz & Handman. 















| DISPLAY Fi F nes 


SEGALLE SONS 


933 ARCH ST. 
PHILADELPHIA, PA. 


| ARE BUSINESS GETTERS 
SEND FOR CATALOG 
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Leathers Brighten at Peabody 


Peasopy, Mass.—The leather: trade 


is brightening up here, both in colors 
and in volume of business. 
blacks are brighter, for the new jet 
black “shoots forth its hue like water 
from a jet.” 
most popular of the new grains, but 
pig is gaining. Some additional busi- 
ness on shiny patent leather is re- 
ported. White buck as well as white 
suede is in demand for sport shoes of 
the dressy class. 
beiges are in most active demand, and 
there is new activity in the blues and 
the greens. 


Even the 


Morocco is doubtless the 


The sands and the 


However, something more than color 


is desired, for there is a demand for 
upper stock that is supple enough to 
conform to the foot, like the proverbial 
glove on the hand, and at the same time 
is firm enough to hold the shape of the 
shoe for as long as it is worn. 
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pESPLAY JPAPERS 
Change Often! 


Have you our samples? 


DISPLAY CREATIONS 
1439 Broadway, Detroit, Mich. 














RECORDER 
Window Display 
CARDS 
for MAY 









Colorful, Artistic 
Die-Cut Tops 
14 Different Texts 
Cards 7 x 12—3 colors 
Price Tickets Included 


per mo. 
6 Card Service...... $3.00 
8 Card Service...... 4.00 
12 Card Service...... 5.00 


Samples sent on request. 


Merchants Service Dept. 
Boot & Shoe Recorder 
Chicago, Ill. 























































BUY as you SELL 


And Avoid Frozen Capital in End Sizes 


The Recorder Stock and Daily Sales Record Helps 
You Do Just That! 


Insures Accuracy of Buying Judgment 





2) CP) 
oy Black “If a $5 Gold Piece Falls Thru 
SES oe a Crack in the Floor”’—is the 





4 red imitation 


leather back 


and corners, 





gold lettering 





title of our instruction brochure 
for keeping stock records: — 


Supplied with each order for 
the Stock Record System. 








At SAY SER 


Sper 


One hour a day keeps your records 
= complete— 





























EEE ae Every sale and purchase recorded— 
pee =o Visible daily turnover and sales re- 
ae port—with monthly inventory of 
orm —inaienetcaaattn 
— wae each stock number— 
— _—— sosouenuc od Shoes on hand, on order, due, returns, 
i ——— <= _— to transfers in or out from. branch 
ET | ome |e 
Form 103 Seiciatiniiacialiie stores— 
ae INVENTORY 


Form /0e 


pe ER FOR GROUP OWNED STORES 


—the Stock Record System used in 
conjunction with the MASTER 
STOCK SHEET and the central office 
CONTROL FORM, also a COMPARI- 




































































) SON FORM for sales of total pairs 
Ka by seasons and years, gives the mer- 
WSL tae 3 chant-owner complete stock control ' 
|| PAGaaee eng e with style and sale trend. These 
— naconoen Sorony PAP three forms are illustrated and are 
fom te eer supplied 
i ee 50 Sheets—$3.00 
's Information s—$ ° 
Buyer's Inf ep paosseee apaphere — 
srr a “Scie Each fits the STOCK RECORD loose 
peed Saeevat, leaf binder. 
i — Black Cloth Binder—11¥%" x 13%” 
ow EE Scene one —100 Daily Sales and Stock Sheets, 
aaa ge ate ci 1 Comparison Form, with 4 Inventory 
==]. é Pads (or 2 Inventory Pads, 100 
ane ax + |e} Joo} bet ® Sheets, and 2 Buying Order Pads, 50 
Sle\— _— and 1000 Carton tickets with 
clips:— 
aa — $9.00 
- West of Denver, $9.50 
. © R Canada and Foreign, $10.00 
- ttm Above, not including 
eth ==1- CARTON TICKETS, $6.50 
Dewees =T}— West of Denver, $7.00 
2 i _ Canada and Foreign, $7.50 
Postage Prepaid—Check with order, please 
(New Revised Fifth Edition) 





Your choice of DeLuxe flexible imitation leather binder 
shown above, or— 


Black cloth binder below. 
WRITE FOR OUR FREE BOOKLET ON STOCK-TURN. 


MERCHANTS SERVICE DEPARTMENT 


Boot and Shoe Recorder 


Shoe Carton Tickets 


50c. per 100; $1.50 for 500; $2.50 for 1000. 
‘Clips supplied when quantity ordered is 500 or more. 
Postage prepaid—check with order, please. 
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INDIANA—Lebanon—Wooley & Edwards; 


boots, 7 etc.; partnership dissolved; suc- 
ceeded by B. Edwards. 
WA—Cedar Rapids—Chiodini & Grout 


10 
(“Economy Shoe Store’); boots and shoes; 
partnership dissolved; succeeded by James 
Chiodini. 
MASSACHUSETTS—Boston—European Pur- 
chasing Co., Inc.; boots, shoes and hides; inc. 
authorized capital $500,000. 
Lipsky & Blondes, Inc.; wholesale boots and 
shoes; inc. authorized capital $25,000 
Haverhill—Vougue Shoe Co., Inc.; manufac- 
turers ; voted to issue $500 of common stock. 
ynn—Clifford Shoe Co.: manufacturers ; 
authorized capital $50,000. 
Newburyport—Gillis Shoe Co., Inc.; manufac- 
turers; inc. authorized capital $50,000. 
Whitinsville—George T. Searles & Sons, Inc.; 
boots, shoes, etc.; inc. authorized capital $5,000. 
NEW JERSEY—Atlantic City—Litt’s Shoes, 
Inc.; boots and shoes; recently incorporated. 


ine. 


THE Business 
BAROMETER 


Changes 


Passaic—H. Laikes (76 Market St.) ; boots and 
shoes; reported selling or sold out. 

NEW YORK—Brooklyn—Joseph Mothner (1798 
Flatbush pe F boots and shoes; reported sell- 
ing or sold o 

New York “City—Ideal ae Shop No. 4, Inc.; 
boots and shoes; incorpora 

L. Marder (243 Bowers) 
reported selling or sold ou 

Kitty Kelly Shoe Ocean: 
shoes; incorporated. 

David Portugal (516 E. 18th St.) ; boots and 
shoes; reported store closed. 

New York City (Bronx)—Fay Shoe Shops, Inc. ; 
boots and shoes; incorpora 

PENNSYLVANIA—Scranton—Henry Shoe Co. 
bay boots and shoes; inc. authorized capital 
5,000. 

Wilkes-Barre—Barre Men’s Shops, Inc. ; boots, 
shoes, etc.; inc. authorized capital $5,000. 

TEXAS — Galveston — Oshman & Rosenberg ; ; 
boots, shoes, etc.; partnership dissolved; suc- 
ceeded by A. Oshman. 


boots, shoes, etc. ; 


boots and 





Failures, Embarrassments, Etc. 


CALIFORNIA — Anaheim — A. B. 
(Boyle’s Bootery); boots and shoes; 
petition in bankruptcy. 

CONNECTICUT — New Haven—Simon_ T. 
Arman ie Shoe — (110 Congress Ave. ); 
boots and shoes; reported petition in bankruptcy. 

DISTRICT OF COLUMBIA — Washington — 
Louis I. Greenberg (1016-18 7th St. N. W.); 
boots and shoes; reported offering to compromise 
at 33 per cent. 

rs. Sarah Levy (922 414 St. S. W.); boots 
and shoes; reported offering to compromise. 

FLORIDA—Orlando—B. J. Cohen & Son; 
boots and shoes; reported petition in bankruptcy. 

ILLINOIS—Chicago—Swan Dahlberg (5612 W. 
68rd St.); boots, shoes, ete.; reported called 
meeting of creditors. 

Henry Greenfield; boots, shoes, etc.; reported 
petition in bankrup stey 

Kurnick & Son (4743 S. Ashland Ave.) ; boots 
and shoes; reported called meeting of creditors. 

Julius Marks (4187 Archer Ave.) ; boots and 
shoes; repo petition in bankruptcy. 

Morrison Bros (701 S. Crawford Ave.) ; boots, 
shoes, etc.; reported offering to compromise at 
22 per cent. 

Fisher—Mahomed Taroff; boots, shoes, etc. ; 
reported petition in bankruptcy. 

Rockford—Latino Bros., Inc.; boots, 
etce.; reported offering to * compromise. 

IANA—East hog pig he Silverman 
(4835 Alexander Ave.); boots, shoes, etc. ; re- 
ported petition in bankruptcy. 

KANSAS—Fort Scdtt—A. E. Miller (Miller’s 
Shoe Store); boots and shoes; reported petition 
in bankruptcy. 

KENTUCK Y—Bowling Green—E. Frank & 
Co. ; boots, shoes, etc.; reported petition in bank- 


ruptey. 

MARYLAND — ayy prea A Weiner 
(3700 Eastern Ave.) ; boots, shoes, etc.; reported 
petition in bankruptcy. 

MASSACHUSETTS—Boston—C & L Shoe Co., 
Inc.; wholesale boots and shoes; reported petition 
in bankruptcy. 

Cambridge—Samuel Cohen (Cambridge Shoe 
Store) (595 Mass. Ave.); boots and shoes; re- 

ported petition in bankruptcy. 

Polowell—P. Sousa & Co., Inc., boots, shoes, 
etc.; reported petition in bankruptcy. 

Malden—A. M. —— Le gp tn Shoe Store) ; 
boots and shoes: gned. 

Harry Klane (Cox's. Shoe ‘Store) (126 Pleasant 
St.) ; boots and shoes: reported assigned. 

NEBRASK A—Omaha—Max Kadis" (504 ON. 
16th St.); boots, shoes, etc.; reported petition 


in bankruptcy. 
EY — Newark — Rudolph Laufer 


Boyle 
repo’ 


shoes, 


NEW JERS 
(Rudy’s Men’s Shop) (200 Springfield Ave.) ; 
— shoes, etc.; reported petition in bank- 
ruptcy. 

NEW YORK—Brooklyn—Hyman Pruce (714 
Avenue U); boots and shoes; reported called 
meeting of creditors. 
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Triebitz & Handsman (2022 86th St.); boots 
and shoes; reported called meeting of creditors 
for April 9. 

Farmingdale—R. Glass Shoe Co., Inc. (231 
Main St.); boots and shoes; reported called 
meeting of creditors for April 10. 

Hollis—Philip Rappaport (200-17 Hollis Ave.) ; 
boots and shoes; reported called meeting of 
creditors. 

New York City—Jacob Astor (1554 West- 
chester Ave.) ; boots and shoes; reported called 
meeting of creditors for April 9. 

NORTH CAROLINA—Edenton—Thomas Wil- 
liam Elliott; boots, shoes, etc.; reported peti- 
tion in bankruptcy. 

Troy (also branches)—J. Polakavetz; boots, 
shoes, etc.; reported petition in bankruptcy. 

OHIO—Cincinnati—The Big ‘“K’” Shoe Co., 
Inc.; manufacturers; reported offering to com- 
promise at 35 per cent. 

Cleveland—R. T. Rowland (1962 E. 105th St.) ; 
boots and shoes; reported petition in bank- 


ruptcy. 

PENNSYLVANIA — Ashley 
Pa.)—Katcher Bros.; boots, 
ported offering to compromise. 

Bangor—Alexander S. Peletz (44 Market St.) ; 
boots and shoes; reported petition in bank- 


ruptcy. 

Carbondale—James A. Fikany; boots and 

shoes; reported petition in bankruptcy. 
wiston—J. Hurwitz; boots, shoes, etc.; re- 
ported petition in bankruptcy. 

Philadelphia—Abram Davidovici (4760 Rising 
Sun Ave.) ; boots, shoes, etc.; reported petition 
in bankruptcy. 

Harry Mondgock (1534 S. 7th St.) ; boots and 
shoes; repo petition in bankruptcy. 

Philadelphia (also branches)—National Shoe 
Stores, Inc.; boots and shoes; reported receiver 
applied for. 

Reading—Moses E. Schlechter; boots 
shoes; reported petition in bankruptcy. ‘ 

RHODE ISLAND—Woonsocket—Nathan Falk 
(“The Toggery Shop”) (102 Main St.); boots, 
shoes, etc.; reported assigned. 

SOUTH CAROLINA—Walterboro—Max Cohen ; 
boots, shoes, etc.; reported petition in bank- 
ruptcy. 

TEXAS—Corsicana—S. Rothkopf (Blue Front 
Dry Goods Store); boots, shoes, etc.; reported 
offering to compromise. 

VIRGINIA—Petersburg—L. S. Morgan (‘‘Mor- 
gan’s Sample Shoe Store”) (29 Bollingbrook 
St.) ; reported petition in bankruptcy. 

WEST VIRGINIA—Grafton—Wm. Rosenshine 
(“The Fair Dept. Store’); boots, shoes, etc.; 
reported petition in bankruptcy. 

WISCONSIN—Kenosha—I. W. Mark; boots, 
shoes, etc.; reported petition in bankruptcy. 

Milwaukee—Charles C. Karp (3282 W. North 
Ave.) ; boots, shoes, etc.; reported petition in 
bankrupte y. 


(also Parsons, 
shoes, etc.; re- 


and 
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Latest Reports of New Stores, 
Failures, Embarrassments and 
Bankruptcy Proceedings 


New Shoe Stores 


Maysville, Ky.—Litt Bros. 

Paulsboro, N. J.—United Department Stores, 
Inc., 1100 Delaware St. 

Sparta, Mich.—The Jordan-Smith Co. 
aan N. J.—Quality Shoe Store, 44 S. 
roa 

Deland, I1l.—Wm. G. Trigg. 

Downing, Wis.—O. C. Nelson. 

Hartley, S. D.—J. C. Johnson. 

—, Ky.—U. B. Yokley. 
Mich.—J. J. Newberry Co., 
Bide (June 1). 

Heldsberg, Miss.—C. M. Hall. 

Kinross, Mich.—Adolph Belanger. 

Hazard, Ky.—Morris Ukelson. 

Griswold, lowa—Earl V. Westering. 

Marquette, Mich.—Bargain Store, 142 W. 
Washington St. 

Carthage, Miss.—Mack Chipley, Ellis Bldg. 

Trezevant, Tenn.—J. Gardner Holmes. 

ay hg Miss.—Wm. Wright. 

Woodville, Tex.—Mistrot Chain Store. 

Smyrna, Del.—H. ines, 

Concord, N. C.—Lonnie & Gerald Dorton. 

Dexter, ‘Mich.—Henes Bros. 

Wilson, Okla.—Charley Berg Store. 

Newberry, S. C.—Burts Shoe Store. 
‘ Aneieee, Cal.—G. P. Ormsby, 124 W. Cen- 
er 

New York, N. Y.—Beebe Shoe Co., 1049 South- 
- Blvd. 


Caple 


ew York, N. Y.—Fay Shoe Shops, Inc., 
Bronx. 
New York, N. Y.—Ideal Shoe Shop No. 4, Inc. 


Canton, N. Y.—Fitzgerald, Inc 
Jonesboro, Ark.—Wall’s , Sn Store. 
Clearfield, Pa.—J. C. Fenney Co., N. 2nd St. 


New Bern, N. C.—W. T. Grant Co. 
Leominster, Mass.—W. T. Grant Co., 18 
Main St. 


ee. Pa.—W. T. Grant Co., S. Union 


Chester, Pa.—Charles Stores, 112 W. 38th St. 
Meadville, Pa.—Frank Keefe, 285 Chestnut St. 
Muscatine, Ilowa—Gilbner Bros. Co. 

—_— Ill.—Ben Barancik, 9042 Commercial 


a N. C.—Spindale Bargain Store. 
Greeley, Neb.—Verne Robbins. 
Toledo, Ilowa—Ben Vaughn, Jones Bldg. 
. Marquette, Mich.—Sam Wasserman, 142 Wash- 
ington St. 
Lake Village, Ark.—Dave Marcovitz. 
Akron, Ohio—Nobil Shoe Co., 166-68 S. Main 


St. 

New York, N. Y.—Reliance Shoe Co., 56 

Myrtle Ave., Kings. 

2 Richmond, Va.—Community Dry Goods Co., 

ne. 

Castlewood, S. D.—Frank W. Davis Co. 

Hamtramck, Mich.—Wisper & Schwartz, Inc. 

Scranton, Pa.—Henry Shoe Co. 

Live Oak, Fla.—Gibbs Co., Inc. 

Deer Creek, Ind.—Edw. Spangler. 

New Kensington, Pa.—Hanover Shoe Co., 850 
5th Ave. 

s — Pa.—Isaac Baker & Son, 7th and State 
Lovelock, Nev.—H. E. Lauritzen. 
Hazelhurst, Miss.—J. W. Thomson. 

East Orange, N. J.—Franklin Stores Co., 

Main St. 

East Bernstadt, Ky.—Fred Lucas. 
Lafayette, La.—Vital Arnauld. 

Py Hill, Mo.—Rich Hill Cash Department 

re, 


Grand Rapids, Mich.—Borgman Stores. 

Mount Pleasant, Mich.—Mayfair Stores, Inc. 

Los Angeles, Cal.—Hanan & Son Shoe Store, 
437 W. 7th St. 

Oak Harbor, Ohio—Leroy Nehls. 

Gila Bend, Ariz.—Albert Buckelew. 

Braffetsville, Ohio—Eugene Melody. 

Dillon, 8S. C.—L. Dornblut. 

Onalaska, Wash.—H. L. Lauderdale. 

Wibaux, Mont.—R. B. Speckeen. 

Tucson, Ariz.—H. Russell, 756 S. Stone Ave. 

Crystal Springs, Miss.—W. G. Scott & Co. 

Willits, Cal.—A. A. Wilson. 

Hoquiam, Wash.—E. M. Rowe. 

Marquette, Mich.—The Bargain Store, 142 W. 
Washington St. 

Sparta, Mich.—Johnson-Smith Co. 

Brohman, Mich.—Fred Stone. 

Bay City, Mich.—Bay City Cash Dry Goods 
Store, Center and Adams. 

San isco, Cal.—Shoe Mart, 2592 
Mission St. 

Aitkin, Minn.—Elkay’s. 
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Inc., 


Boot and Shoe 
Recorder 
Serves in 


Getting More Shoes Sold Right; net 
only “more” but “right”; sold for the 
right purpose, to the right wearer, in 
the right fitting, for the right price, at 
the right profit. This is the great 
problem of the retail shoe merchants. 
The chief purpose of Tue Boot anp 
SHoe Recorper is to help solve it; for 
this is the basic problem upon which 
depends the progress of the entire allied 
industries relating to shoes and leather, 
their production and distribution. 
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Alden, C. H., Co., Abington, Mass......... 53 
Athletic Shoe Co., Chicago, Ill 
Ault-Shackford Shoe Co., Auburn, Me 
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Blog Shoe Co., Inc., New York City 
Brooks Shoe Mfg. Co., Phila., Pa 
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Chase, W. S., & Sons, Haverhill, Mass..... 76 

7 Braided Sandal Corp., New York ‘ 
it 8 


Clapp, Edwin, & Sons, Inc., E. Weymouth, 
M 74 


Connell, J. M., Shoe Co., So. Braintree, 


Crossett Shoe Co., Augusta, Me 
Colt-Cromwell Co., Ine., New York City... 77 


Ebberts, John, Shoe Co., Buffalo, N. Y..... 82 
Enna Jettick Shoe Co., Auburn, N. Y. 
Evans, L. B., Son Co., Wakefield, Mass.... 76 
Excelsior Shoe Co., Portsmouth, Ohio 


Gilbert Shoe Co., Thiensville, Wis. 
Gold Seal, New York City 
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Green Shoe Mfg. Co., Boston, Mass 
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Pedigo-Lake Shoe Co., St. Louis, Mo 


Inc., 
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Next Week 


you will find 
in the 


Boot and Shoe 


‘Recorder 


ON May 2 we step into a new reader- 
ship. We let industry face facts 
squarely—for there is a common neces- 
sity for knowing the truth, step by step, 
— the raw material to the finished 
sale. 

We believe regulation of competition 
can be accomplished within the indus- 
try, and without meddle and muddle. 
We believe that the industry must put 
all the force of its moral fiber behind 
these principles: 

First—The maintenance of uniform 
prices on identical goods. 

Second—The establishment of a rule 
of reason to put an end to “dog-eat- 
dog” competition. 

Third — Encouragement of decent 
price and mark-up standards that will 
make each community a pleasant and 
profitable place in which to live—and 
the industry a constant and continuous 
instrument of service. 

Fourth—The principle of truth so 
that merchandise is not presented to 
the public on a false-comparison basis. 

We will try to prove that live and let 
live is better than cut-throat competi- 
tion that ends in the butchery of busi- 
ness. 





vv Vv 


LSO in this issue, the complete 

style programs of the National 
Conference for permanent record in 
every store and factory as a practical 
preface to a better business next fall. 
See the Conference through a new pair 
of color-glasses visualizing a new sea- 
son’s opportunities. 
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| BECKWITH MANUFACTURING COMPANY 


Manufacturers of Vulco Products 
| STATLER BUILDING, BOSTON, MASS. 
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Light as a feather. . . 


They fit the arches as 


no other shoe can... 


The shoes illustrated 
are the Middieandthe 
Brantwood from our 
In-Stock Department. 


ABSOLUTELY AND RADICALLY DIFFERENT 


If you have thought of Foot Delight merely as 
another shoe with a talking point, please banish the 
thought from your mind. The whole principle on 
which it is made represents a radical advance in shoe- 


making technique. 


There is no other shoe like Foot Delight, nor can 
there be. The wonderful lightness of the shoes, the 
marvelous buoyancy of step they give — these are due 
to absolutely and radically different features built only 
into Foot Delight shoes and protected by United States 


patents. 


BANCROFT WALKER COMPANY 


Equally different in a merchandising sense. 
Foot Delight combines the four factors necessary to 
substantial profit. 


(1) Foot Delight features are instantly appreciated by 


the wearer. They have tremendous selling appeal. 





(2) Their superior styling attracts —their exclusive fea- 
tures win permanent loyalty. They hold customers. 





(3) Foot Delight shoes are easily fitted. Relying upon 
our Stock Department, your initial investment is smal]— 


your turnover large. 





(4) Remarkable in-stock service, together with sound 
styling keep mark-down at a minimum. 





Trade Mark Reg. 


BOSTON MASS. 
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LEVOR BLACKS 








Economic reasons will 
continue to dictate a 
fashion policy of con- 
servatism and stability 


in daytime shoes next 
fall. 


Black Kid shoes, em- 
phasizing the new 
themes of artistic form 
which will be in abun- 
dance as an influence 


from abroad, should 








enable merchandisers 
to build profits. 


Do not expect any sur- 
prise entries... women 
have bought black 
spring coats which 
they will wear again in 
September, October 
and November with 


new black hats... and 
new, black kid shoes. 


BLACK GLAZED KID (Cabretta) 


Ne. 7 


BLACK SATIN KID (Cabretia) 














Ne. 7™M 


BLACK SUEDE KID 


Ne. 7S 


BLACK MOROCCO GOAT 


BLACK PIG GRAIN GOAT 
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LEVOR BROWNS 




















Of the browns for 
Autumn, special atten- 
tion is directed to 
TUNISIE No. 28 and 
MADEIRA No. 22 for 
supplanting the golden 
brown kid shoes so 
long used by makers 
of staple-selling, pro- 


tective shoes. 


























G. LEVOR & CO.. INC. 


Tanners Over 50 Years 


GLOVERSVILLE 














These, together with 
PRADO No. 263, are 


safe colors in almost 


any season. 


PRADO BROWN 
Ne. 263 


MADEIRA BROWN 
Ne. 22 


TUNISIE 
No. 28 


GRISETTE 
No. 8 








NEW YORK 











FLEXIBLE 
TOES 





NEEDN'T LOOK SOFT 


keep wrinkles away with 


ARMSTRONGS 
CORK BOX TOES 


HERE’S no difference between Armstrong’s wearer. And any shoe in your store can have this 

; << Cork Box Toes and hard toes when it comes same flexibility and comfort. Dress shoes or sport, 
to shape and style. These flexible box toes just wide toes or narrow, they all make up nicely and 

‘ won’t hold wrinkles, yet at the tip line where toe keep stylish shape. In your summer weight shoes 


and vamp meet they are comfortably yielding and this light weight and flexibility are especially 
limber. The forepart and sidewalls of the Arm- important. Specify Armstrong’s Cork Box Toes 
strong Box Toe stay firm and smooth, never Armstrongs on your next order. For further details write 
flattening or denting. There’s no pinching, no about them direct to Armstrong Cork Com- 
. chafing, not a minute of “breaking in” forthe Product pany, 933 Arch St., Lancaster, Pennsylvania. 


{ATLANTA + Boston + Cuicagco + Crinctnnati +  Derroitr . New York «+ PaILapELPHIA -: _ St. Loors. 
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Star Reveries 
Concert Orchestra 








On Columbia Coast-to-Coast Network 


EVERY SUNDAY EVENING 


9:45 E. S. T. 8:45 C. S. T. 
7:45 M. S. T. 6:45 P. S.T. 





MILTON WATSON HELEN GILLIGAN 
Star in “Sons O’ Guns” Star in “Strike Up the 
Band,” “Hold Everything” 





Presented by the makers of 
STAR BRAND SOLID LEATHER SHOES 






Special Prizes for Star Brand Dealers. 
Details in the mail. 


ROBERIS,J ORNSON 


Branch of INTERNATIONAL SHOE ee 
ST. LOUIS, 





&RAND 
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Can vow offer him 
the same shoe in ALL SIZES? 





a 


CL = 


You can offer your customers better-fitting shoes that retain 
the character, lines, and contour of the sample 4B last, in 
all sizes by using Coordinated Lasts and Patterns . . . The 
smaller and larger sizes of any given style, when made on 
ordinary lasts, often vary in general effect and appearance 
from the 4B model. 

When you insist upon Coordinated Lasts and Patterns you 
have the guarantee of machine precision throughout as 
against hand work . . . Ours is the original and only 
machine grading. All other grading is hand grading and 
therefore subject to inaccuracies. 


COORDINATED LASTS and PATTERNS 
-~ i a, & @ @ @ 2 @ 2& @& 2 4» @& a 4 








| UNITED LAST COMPANY + BOSTON ~ MASS. 
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STYLE 1272—A shoe any 
man would buy on sight. Ex 
actly duplicated for boys as 


shown below, 
and black calf. 










STYLE 562— The boy’s 
pattern to match style 1272 
shown above, in white Bric 
and black calf. Price $3.25 


OUR CATALOG 
SHOWS MANY 
FATHER 
AND SON 
COMBINATIONS 
for immediate de- 
livery through our 
“in process” sys- 
tem. 


CHARLES A. EATON CO. BROCKTON, MASS. 
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in white Eric 
Price $3.8% 









—s 





MEN’S =I 64 STYLES BOYS: 


STYLES [IRIS AWLO@; STYLES 


TO RETAIL [ff TO RETAIL TO RETAIL 


$4 to $5 Aros | $3to $4 
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G. P. CRAFTS CO. 
MANCHESTER, N. H. 


Stocks Carried and 
Distributed By 


HUTCHESON WHOLESALE 
SHOE CO. 


201 Garrison Ave. 
Fort Smith, Ark. 


SIDWELL, DeWINDT 
SHOE CO. 





















311-315 W. Monroe St. 
Chicago, Ill. 
DIXON SHOE CO. 

343 Main St. 
Menomonie, Wis. 






No. 605 





WINNER LAST BELMONT LAST 
° “an lack d White Elk Brogue (Oxford 
Men’s a Det Oxfords SOLNIT & SHAPIRO Men's ee ee Hed. ene Bet. 
7 n c 
No. 604—Smoked Elk and Tan to match. SHOE CO. No. 600—Tan an n 
761 So. Los Angeles St. 
Los Angeles, Calif. 


LAWRENCE co PURCELL 





















1716 Arapahoe St. 
Denver, Col. 
NORTH COAST SHOE CO. 


425 Westlake Ave., No. 
Seattle, Washington 







No. 621 
No. 623 






BELMONT LAST 


NIFTY LAST ° 
Men's Black 7 Men’s Black and White Boome Oxford. 
ies 4 LS wie Outend Leather Sole and Heel. C, D and B—6/1} 
sila No. 620——Tan and White to match. 
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